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JOINT RESPONSE OF UNITED AIR LINES, INC. 
AND AIR CANADA TO ORDER 97-6-30 

United Air Lines, Inc. ("United") and Air Canada jointly 

submit the following response to ordering paragraph (5) of Order 

97-6-30. The Department there directed United and Air Canada to 

submit certain documents and information regarding the proposed 

Star Alliance among United, Air Canada, Lufthansa German Airlines 

("LufthansaIf) , Scandinavian Airlines System ( IrSASf1) , Thai Airways 

International (llTHAI1l), and (in October 1997) Varig Brazilian 

Airlines ( "VARIG" ) . 

United and Air Canada make this response in order to 

expedite issuance of a final order in this proceeding without 

prejudice to their position that the United/Air Canada Alliance 

Expansion Agreement is entirely separate and distinct from the 

Star Alliance. As will be shown below, the Star Alliance raises 

no issues that are relevant to the Department's issuance of a 
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final order approving and immunizing the United/Air Canada 

Alliance Expansion Agreement. The documents and responses 

submitted herewith provide adequate demonstration that the Star 

Alliance will have no meaningful impact on the transborder market 

served by United and Air Canada. 

The Joint Applicants are, nevertheless, concerned that other 

parties may seek to use the Department's request for information 

as the occasion to further delay this proceeding, 

Canada urge the Department to expedite the issuance of its final 

decision in this proceeding and not to allow other parties to 

delay final approval of this important transborder alliance. 

United and Air 

United and Air Canada are responding to the Department's 

information request item by item, as set forth below, and in the 

documents attached hereto: 

1. Copies of commercial agreements (in final 
form, or in draft if there is no final 
agreement) between and among all of the six 
participating carriers. 

United and Air Canada are attaching the following final 

and draft commercial agreements and non-binding memorandum of 

intent between and among all of the Star Alliance participating 

carriers in response to this request.' At least one of these 

The "draft" agreements are those which have been 1 

circulated to all members for review but which have not yet been 
(continued. . . I  
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documents has previously been furnished to the Department in 

draft and final form. United and Air Canada are, nevertheless, 

resubmitting all of these documents for ease of reference in this 

proceeding : 2  

a. Memorandum of Intent Regarding Elements for a 
Multilateral Alliance, dated May 14, 1997. 

b. The Star Alliance License Agreement, dated as of 
November 1, 1996. 

c. Mutual Non-Disclosure and Confidentiality 
Agreement, dated as of October 1, 1996. 

d. Supplement No. 1 To Alliance Agreement (Personal 
Injury Compensation Agreement) draft dated June 1997, which has 
been circulated among the Star members.3 

( .  . .continued) 1 

signed by all members. 
carrier, these agreements are entered into between and among five 
carriers, rather than six as indicated in DOT'S request. 
Although not a binding agreement, we are also submitting the 
Memorandum of Intent (item a below), which VARIG also signed. 

Because VARIG is not yet a participating 

2 Copies of the agreements, non-binding memorandum of 
intent, and draft agreements are being submitted with a separate 
motion requesting confidential treatment under Rule 39. There 
are also certain agreements between or on behalf of the member 
carriers of the Star Alliance, on the one hand, and third 
parties, on the other hand. The Department's information request 
does not seek such agreements, and those which exist are not 
relevant to the issues identified by the Department relating to 
the United/Air Canada alliance. 

This draft Agreement relates to passenger claims for 3 

personal injury involving a code-shared flight. Although the 
draft refers in its recitals to the five carriers being 
signatories to an alliance agreement, this statement is 
incorrect. This recital will be revised in subsequent versions 
of the agreement. 
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e. Star Alliance Customer Relations MCO Goodwill 
Compensation (draft) . 

2. Information on the role of the Star Alliance 
agreements in the proposed United/Air Canada 
alliance in terms of corporate strategy, 
marketing, yield and capacity management, and 
pricing. 

As can be seen from the texts of the Star Alliance 

documents, the Star Alliance is not intended to play any direct 

role in the United/Air Canada alliance relating to corporate 

strategy, yield and capacity management, and pricing of 

transborder services, which are the focus of the United/Air 

Canada alliance itself. United's and Air Canada's decisions as 

to these matters, insofar as they relate to transborder services 

and to the extent they are not made by United or Air Canada 

acting independently, will be undertaken solely by United and Air 

Canada pursuant to the terms of their Alliance Expansion 

Agreement. Other Star Alliance members will not be involved in 

such decision making. 

The objective of the Star Alliance, as reflected in the 

members' Memorandum of Intent dated May 14, 1997, is to work 

cooperatively to improve over time interline connections between 

the members' networks, primarily by improving the connections 

between their services at principal hubs, and to better utilize 

the members' networks, offering passengers improved service to 
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Alliance to standardize, stream-line and coordinate operations in 

order to provide passengers a better, more consistent, lower cost 

travel product. While these efforts are intended to enhance the 

business of each Star Alliance carrier by attracting more 

customers and improving efficiencies, it is not anticipated that 

either Air Canada's or United's transborder services would 

uniquely gain from these efforts. 

3. Information on the content, scope and timing 
of the Star Alliance and how the Star 
Alliance partners may be integrated into the 
corporate strategy, code-sharing, yield 
management and pricing of the United/Air 
Canada alliance, if approved. 

A Memorandum of Intent was signed on May 14, 1997, in 

which the member carriers expressed their intent to negotiate and 

sign a definitive Alliance Agreement. That process is underway, 

but as of today there has been no draft of such a definitive 

agreement prepared or circulated for consideration by members of 

the Star Alliance. It is the intent of the parties to draft such 

a definitive Alliance Agreement by December 31,  1997. In the 

meantime, as described in the attached Press Release issued on 

May 14, 1997 (Attachment 1 hereto), the members of the Star 

Alliance are carrying out certain elements of an alliance 

relating to frequent-flyer program enhancements, reciprocal 
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lounge access and airport co-location that can be implemented in 

advance of the conclusion of the Alliance Agreement.4 

Over the long term, as noted in response to the 

previous question, Star Alliance members expect to work 

cooperatively to improve connections between their individual 

route networks at major international gateways served by most, if 

not all, of the members. This will include, when possible, co- 

locating their operations in the same airport terminals or 

concourses used by other members to facilitate interline 

connections between the members' networks. The members also 

expect to utilize the alliance framework to standardize and 

improve on-board service offerings so that all members would be 

able to provide a consistent, high quality, on-board product to 

develop consumer brand loyalty to the members' services. The 

members intend to use the mark "Star Alliance" as a means to 

differentiate their services in the marketplace and to enhance 

consumers' acceptance of the members' individual services. 

In addition, a number of working groups have been 
established to review a variety of operational issues in an 
effort to determine how best over the long term the alliance 
members can work cooperatively to standardize and improve their 
on-board service offerings, responsiveness to consumer concerns, 
and purchasing efficiencies; reduce product distribution costs; 
and compete more effectively with other global alliances. None 
of the work of these groups involves issues relating to the 
pricing of members' individual or code-shared shares, yield or 
capacity management; the promotion of individual members' 
services; or individual members' corporate or business strategy. 

4 
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There is no intention to integrate the members of the 

Star Alliance into a single corporate entity, or for the Star 

Alliance agreement to replace the United/Air Canada alliance 

agreements or any of the other bilateral or multilateral alliance 

agreements to which United is a party and which have been 

reviewed by the Department in conjunction with its granting 

United authority to code share and, in some cases, to cooperate 

under antitrust immunity with various carriers. Each member 

carrier of the Star Alliance will maintain its own separate 

corporate identity and will carry out its own corporate 

strategy.5 Each member will also independently maintain 

bilateral or multilateral agreements with other carriers 

including, but not limited to, Star Alliance carriers.6 There is 

no intention to integrate code-sharing services operated by the 

United/Air Canada alliance with code sharing operated by the 

member carriers of the Star Alliance. Any such integration of 

code sharing that may be undertaken would, in any event, be 

subject to review and approval of the governments affected by 

such services, including the Department, in compliance with 

applicable local law and bilateral air services agreements. 

See Section 5.a of the May 14 Memorandum of Intent. 5 

See, e.q., Joint Application of Air Canada and SAS for 6 

a Statement of Authorization, dated July 3 ,  1997. 
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There is no intention to integrate Star Alliance 

partners into any decision making of the United/Air Canada 

alliance with respect to either yield management, pricing or 

scheduling of transborder services. The United/Air Canada 

alliance has sought and tentatively received antitrust immunity 

only for U.S.-Canada transborder operations. Other members of 

the Star Alliance would have no role to play in decisions made by 

the United/Air Canada alliance in yield management or pricing of 

these immunized transborder services 

4. A detailed explanation of the Star Alliance 
agreements (either in final or in draft form 
if not final), including all documents 
analyzing the proposed commercial 
arrangement, its competitive impact, and the 
role that the other Star Alliance members 
would play in the proposed United/Air Canada 
alliance in terms of corporate strategy, 
marketing, yield management, capacity 
management, and pricing. 

Aside from the Star Alliance documents submitted in 

response to item 1 above, no other agreements have yet been 

signed or drafted among the members of the Star Alliance. The 

agreements to govern the Star Alliance have not as yet been 

reduced to writing beyond the documents submitted in conjunction 

with this joint response. As noted previously, the other members 

of the Star Alliance have no role to play in the corporate 

strategy, yield management, capacity management and pricing of 

the transborder services to be offered by the United/Air Canada 
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alliance. The other members of the Star Alliance will play a 

role in marketing the United/Air Canada alliance services only to 

the extent they seek to promote generally the use of services 

offered by the members of the Star Alliance. 

United and Air Canada understand the request as seeking 

a detailed explanation of all documents that analyze the impact 

of the Star Alliance on the United/Air Canada alliance. No such 

documents have been identified. United and Air Canada are, 

nevertheless, in response to this request voluntarily submitting 

certain documents in their possession that explain the proposed 

commercial arrangement. These documents are attached to this 

Joint Response together with an index. 

Among the attached documents is a Press Release issued 

at the time the Memorandum of Intent was signed generally 

describing the Star Alliance including the marketing efforts to 

be undertaken by the Star Alliance. (Attachment 1) This Press 

Release also describes such cooperative marketing efforts as the 

enhancement of the members’ frequent-flyer programs so that 

travel on any Star Alliance member’s flight will result in 

mileage credit in any Star Alliance carrier‘s program. In 

addition, qualified customers will enjoy reciprocal privileges at 

the 179 Star Alliance member lounges throughout the world. 

Additional documents relating to these frequent flyer and lounge 

benefit enhancements are also attached. 
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It is, of course, the hope and expectation of United 

and Air Canada that these marketing efforts of the Star Alliance 

will produce enhanced traffic on the transborder services 

operated pursuant to the United/Air Canada alliance. As 

awareness of the benefits of enhanced frequent-flyer credits and 

lounge access grows, some consumers, principally frequent 

business travellers, should seek to expand the use of the 

services of the United/Air Canada alliance in order to enjoy 

those benefits. However, there is no intent within the Star 

Alliance to provide any special benefit to promote or market 

United/Air Canada alliance services that would not also be 

applicable to the promotion and marketing of the services of 

other Star Alliance members. Any marketing or promoting of the 

United/Air Canada alliance will be done pursuant to the parties’ 

bilateral alliance agreements. 

5. Complete information on the extent to which 
the Star Alliance would affect operations 
between the U.S. and Canada by United or Air 
Canada with respect to passengers with an 
origin or destination in third countries. 

The United/Air Canada alliance is not seeking antitrust 

immunity with respect to services operated to or from third 

countries. The services to or from third countries provided by 

the Star Alliance members are not, therefore, expected materially 

to affect the U.S.-Canada operations of United or Air Canada. 
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To the extent that the Star Alliance members operate 

services between points in third countries, on the one hand, and 

points in Canada or the United States, on the other hand, there 

may be some passengers on those flights who wish to make a trip 

between the U.S. and Canada as part of the same journey.7 It 

would be the hope and expectation of United and Air Canada that 

the promotional efforts of the Star Alliance would produce 

ancillary benefits for United and Air Canada, such as encouraging 

such customers to use the U.S.-Canada transborder services of the 

United/Air Canada alliance in conjunction with the Star Alliance 

services operated between third countries and the United States 

or Canada.' 

United and Air Canada also hope to benefit by obtaining 

increased traffic on flights they operate in U.S. and Canada - 

There are also bilateral code-share agreements 
involving other Star Alliance carriers that may provide for the 
movement of passengers on transborder routes. For example, under 
the recently filed Air Canada/SAS code-share agreement referred 
to above, some passengers moving between Canada and Scandinavia 
may be routed over a U.S. point, with Air Canada transporting the 
passenger or a transborder sector and SAS transporting the 
passenger on a U.S.-Scandinavia sector. 

7 

Other alliances also have the same opportunity to use 8 

their alliance relationships to promote this type of traffic. 
For example, an Australia-U.S. passenger using the services of 
the American/QANTAS alliance may want to travel from the U.S. to 
Canada as part of his or her trip. QANTAS can be expected to 
promote American/Canadian Airlines International alliance 
transborder services for that purpose, just as a Star Alliance 
member could be expected to promote United/Air Canada transborder 
services. 
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third-country mar,,ets, respectively, from their par-icipa ion in 

the Star Alliance. However, these third-country services are not 

operated pursuant to the United/Air Canada alliance, and any 

benefit either carrier receives in such third-country markets 

would be wholly independent of their Alliance Expansion 

Agreement. 

The Star Alliance members are also attempting to 

coordinate their airport facilities to better accommodate 

connecting passengers. For example, Air Canada has moved into 

United’s terminal facility at O‘Hare and United plans to move 

into Air Canada’s terminal in Toronto later this year. Other 

Star Alliance members will seek to co-locate in these facilities 

to the extent they can be accommodated. These co-locations make 

connections easier and are a major benefit that alliance 

cooperation can make available to the travelling public. Star 

Alliance members should be able to use the enhanced convenience 

of connections at these consolidated airport facilities as a 

means of offering passengers connections to United‘s or Air 

Canada’s transborder flights. . For example, a passenger from 

Europe to the U.S. West Coast might use a Star Alliance member 

service to Toronto where he or she could conveniently connect to 

a United/Air Canada alliance flight from Toronto to Los Angeles 

or San Francisco. Neither United nor Air Canada would expect the 
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number of such third-country passengers to be so large as to 

influence the schedules of the carriers’ transborder services. 

There has been no attempt within the Star Alliance to 

specially promote United/Air Canada transborder services. Nor 

has there been any attempt to identify the number of Star 

Alliance third-country passengers that may wish to use United or 

Air Canada transborder services. It is, however, unlikely to 

amount to a large volume of traffic. It is merely one element of 

the traffic which it is hoped that the Star Alliance will 

promote. 

Respect full 
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STAR ALLIANCE - HOW CUSTOMERS BENEFIT 

FRANKFURT, May 14, 1997 -- The airlines of Star Alliance are dedicated to 

providing a range of far-reaching benefits for all customers using alliance flights. The 

following are some of the features which will make global travel simpler and more 

convenient for Star Alliance customers: 

Global access from “The airline network for Earth”: The network and schedules 

of United, Lufthansa, THAI, SAS, Air Canada and VARIG (from October, 1997) 

allow travellers to benefit from the simplicity and consistency of “same-airline” 

travel to a wide range of destinations worldwide. The Star Alliance brand is easily 

identifable and signifies both quality and global reach to passengers. 

Frequent Flyer reward and recognition: Customers can e m  mileage points for 

travel on any alliance flight and have them credited to the mileage program of their 

choice where they will count towards elite-level status. 

Airport lounges: Qualified customers can enjoy reciprocal privileges at 179 Star 

Alliance airport lounge facilities around the world. 

Airport locations: Wherever possible, alliance partners will co-locate at key 

airports to provide easy transfers for connecting passengers. For example, United 

and Air Canada will offer co-location at Chicago O’Hare Airport by June 15. 

Improvements at Frankfurt - where all partners are involved - will be made later 

this year. 

Check-in: Automation changes mean alliance partners can offer “one-stop” check- 

in, for up to four sectors, for customers at more locations. 

-more- 

. -  
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0 Reservations: Customers will soon be able to call any Star Alliance partner to 

change a code-share flight reservation - no matter which airline took the original 

booking. 

0 Connections: Wherever possible alliance partners will aim to provide more 

convenient connections for customers. If a delay occurs, connections will be 

protected, monitored and re-accommodated on a pro-active basis. 

Baggage transfer: Top priority will be given to baggage transfers between Star 
Alliance partners. 

The alliance partners continue to work on further ways to enhance Star Alliance 

service for customers. A number of new initiatives are in development and will be rolled 

out later this year including more schedule choices in computer reservations systems by 

using multiple airline codes for more flights; real-time information on alliance partner flights 

for reservations and airport locations; and further focus on baggage transfer. 

Star Alliance has developed links between each airline's Web site and a special 

Intemet site highlighting the alliance will be available soon. 

PRESS INFORMATION: 

UIlitdRiCbaIdMartin Tek 847 700 2597 

SAS: b u t  hwhhagen 
Air Canada: John Reber 
THAk Charhe Suddhimondala Tek 2 545 2663/4 

F m  847 700 7345 (United States) 

Fax 8 797 1515 (Sweden) 
Fax 514 422 5909 (Canada) 
Fax 2 512 2135 ('&dad) 

~ D a n L e w i s  Tek696962999 Fax:696968454(GeXmaUy) 
Tek 8 797 2306 
Tek 514 422 5676 
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STAR ALLIANCE - A BRIEF HISTORY 

1959 -- SAS and Thai Airways establish Thai Airways International. 

October, 1992 -- Air Canada and United unveil an alliance agreement. 

October, 1993 -- Lufthansa and United announce a comprehensive marketing agreement 
including code-sharing. 

June, 1994 -- The first United and Lufthansa code-sharing flights begin. 

May, 1995- SAS and Lufthansa announce a far-reaching strategic alliance, including 
code-sharing. The same month, United and Air Canada expand code sharing. 

June, 1995 -- SAS and THAI announce a code-sharing agreement to begin in June the 
following year. 

September, 1995 -- United Airlines and SAS announce a cooperation agreement, including 
code-sharing, to begin in April the' following year. 

October, 1995 -- THAI and Lufthansa begin code-sharing flights. 

February, 1996 -- Lufthansa and SAS begin code-sharing flights between Germany and 
Scandinavia. 

March, 1996 -- Lufthansa and Air Canada announce a comprehensive alliance. 

May, 1996 - The United Airlines-Lufthansa alliance receives anti-trust immunity from the 
U.S. Department of Transportation. 

June, 19% -- Air Canada and Lufthansa begin code-sharing flights between Germany and 
Canada. 

October, 1996 -- THAI receives U.S. approval for code-sharing services with United. The 
same month, SAS and Air Canada announce an alliance to start the following year. 

November, 1996 -- United, Lufthansa and SAS are awarded trilateral anti-trust immunity 
by the U.S. Department of Transportation. 

May, 1997 -- Star Alliance takes off. VARIG announces intention to join in October. 

****** 
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STAR ALLIANCE - BIOGRAPHIES 

Lamar Durrett - President and Chief Executive Officer, Air Canada 

Lamar Durrett is President and Chief Executive Officer at Air Canada. He joined Air 
Canada in 1992 as Executive Vice President Technical Operations and Corporate Services. 
Prior to taking up his current position on May 14, 1996, he was Executive Vice President, 
Corporate Services and Chief Administration Officer. Previously, Durrett held senior 
positions at both Delta Air Lines and Continental Airlines. He also served as President and 
CEO of System One, Continental’s computer reservations subsidiary. Durrett is a graduate 
of Auburn University and is a member of the board of Governors of IATA. He is based at 
the airline’s Montreal headquarters. 

Gerald Greenwald - Chairman and Chief Executive Officer, United Airlines 

Gerald Greenwald is Chairman and Chief Executive Officer of UAL Corporation and 
United Airlines, its principle subsidiary company. Greenwald began his career in the auto 
industry after graduating cum laude from Princeton University’s Woodrow Wilson School 
and gaining a masters in economics from Wayne State University. He went on to hold 
several senior positions with Ford Motor Company. Between 1979 and 1990 he was 
employed by the Chrysler Corporation where he worked as Corporate Controller and Chief 
Financial Officer before becoming Vice Chairman. He joined United Airlines as Chairman 
and CEO in July, 1994 and is based at the airline’s World Headquarters in Chicago. 

Jan Stenberg - President and Chief Executive Officer, Scandinavian Airlines (SAS) 

Jan Stenberg is President and Chief Executive Officer of Scandinavian Airlines (SAS). He 
joined the company in April, 1994 from the L.M. Ericsson telecommunications group 
where he was Executive Vice President and a member of the group’s corporate executive 
committee. Stenberg earned a law degree from Stockholm University. He is based at 
Scandinavian Airlines’ ofices in Stockholm. He Serves as Chainnan of the Board of SAS 
International Hotels, SAS Commuter and the Airline Industry’s Employers’ Association of 
Sweden. He is also a member of the board of Airlines of Britain Holdings plc. 

-more- 
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Jurgen Weber - Chairman of the Executive Board, Lufthansa German Airlines 

Jurgen Weber is Chairman of the Executive Board for Lufthansa German Airlines. He was 
elected to this position on May 14, 1991, and assumed this responsibility in September, 
1991. Weber studied aeronautical engineering at Stuttgart’s Technical University, and 
stayed at the university after receiving his degree to work in aerospace design. He joined 
Lufthansa in 1967 and went on to hold a number of senior positions within the airline’s 
engineering department. The airline’s Supervisory Board announced his appointment as 
Deputy Member of the Executive Board in 1989. Weber is based at Lufthansa’s 
headquarters in Frankfurt. 

” o n  Wanglee - President, Thai Airways International 

Thamnoon Wanglee is President of Thai Airways International. He was appointed to this 
position on October 1, 1993. He attended Assumption College, Bangkok and went on to 
gain a bachelors degree in Business Administration after continuing his studies in the 
United States at the University of Pennsylvania and Marshal University, West Virginia. He 
joined Thai International as Chief of the Accounting Division, after returning to Thailand to 
work first with Chase Manhattan Bank and then the East Asiatic Company. He went on to 
hold a number of senior positions at THAI, and became Senior Vice President, Finance and 
Accounting Division before assuming his current position. In April 1996, Thamnoon 
Wanglee was appointed a Senator with the Thai Government. He is based at the airline’s 
headquarters in Bangkok. 

Fernando Pinto - President and Chief Executive Ofticer, VARIG 

Fernando Abs Da Cruz Souza Pinto is President and Chief Executive Officer of VARIG, a 
position he assumed in January, 1996. Formerly, he was President, CEO and Director of 
RIO-SUL, a wholly-owned subsidiary of VARIG. Pinto graduated in Mechanical 
Engineering before joining the VARIG group in 1972. He went on to hold a number of 
senior positions with the company. In 1988, he transferred to the airline’s RIO-SUL 
subsidiary as Technical and Operations Director. In May, 1992 Pinto was appointed to the 
position of President at RIO-SUL. In his position as President and CEO of VARIG, he is 
based at the airline’s headquarters in Rio de Janeiro. 

****** 
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STAR AL-LIANCE 

STAR ALLIANCE - QUESTIONS AND ANSWERS 

Have you carried out research on what your customers want? 

Yes, we have conducted very extensive research. It clearly shows that customers expect a 

hassle-free, “seamless” journey. They also want global coverage and recognition, but 

appreciate the unique cultural identities of their home carriers. 

What tangible benefits does your alliance really bring to the customer? 

Global network; hassle-free travel; frequent flyer benefits and recognition that we value 

them as a customer; integrated services designed to provide optimum connections and 

make use of common facilities and locations; a single, definable overall brand to signify a 

commitment to customer service. There are more benefits to come. If a customer is 

important as a regular traveller to one airline, he or she is important - and will be 

recognised as such - by all our airlines. 

How much closer together will you move - will your own individual brands disappear 

one day? 

Star Alliance is an overall brand for our five, soon to be six, airlines, but each will keep its 

own, well-established name and branded products. We do not envisage our individual 

brands disappearing. Indeed, we see our diversity as a great strength. 

Is code-sharing misleading or confusing for the customer? 

Not at all. Code-sharing allows for the network expansion and efficiencies our customers 

have asked for. We inform our customers which airlines will operate flights. The Star 

Alliance brand will become recognised by our customers, who will then know that carriers 

with similar high standards of service are working together. 

What safeguards are there for employees in terms of jobs? 

Each airline will be devoting time to communicating with their employees. We are 

committed to long-term growth and future opportunities for our employees. 

-more- 
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Will anv of this lead to lower fares? 

It will certainly make each airline even more efficient and thus competitive in terms of costs 

and that has real value for the customer in the long run. 

What sort of cost savings can you leverage by working together? 

Working together can provide many benefits in terms of cost synergy. For example, in 

London, we plan to share a single city ticket office. We are studying all the areas where we 

may be able to work together to provide savings, including joint purchasing and 

combination of airport operations. 

Will other airlines be welcome to join the group? 

We already have a commitment from Varig Brazilian Airlines to join the group as the sixth 

member. We fully expect that in future other airlines whose networks are c o m p l i m e n q ,  

and therefore provide more scope for our customers, will join Star Alliance. 

Who may be a candidate infuture? 

We may make further announcements in future but today we are here to focus on the 

existing partner airlines and VARIG. 

Will you consider equity exchanges with your partners in future? 

There are no plans for equity exchanges. 

What happens with your code-share partners who are not included in this group. Will it 

afect your relationship with them? 

Members of Star Alliance have a number of code-share arrangements with other airlines 

which are not a part of this alliance. Those relationships will continue, and are not affected 

by this announcement today. 

-more- 

-..-_------ 
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What kind of efforts are going on to streamline products - will you all, for example, have 

the same business class seat? 

Each of our products has an individual flavour and we see strength in diversity. We do 

share a deep commitment to a high level of quality and to common customer satisfaction 

goals. This may result in common standards - for example on seat pitch. We will certainly 

cooperate in sharing technology and ideas, but there are no plans for a common product at 

this stage. 

Will you end up with a single brandedfrequentflyer program? 

There is no plan at this stage for a common, single-brand program for the airlines. Linking 

the programs to provide common reward and recognition is a significant consumer benefit, 

and meets all our needs. 

Why did you choose the Star Alliance name for this alliance? 

Star Alliance reflects what we want to stand for in the eyes of our customers. Star has 

many positive and appropriate meanings and translates well into all languages, providing 

worldwide recognition. It’s a dynamic image for airlines that are leaders in global travel. 

How can you harmonise technology issues - such as E-Ticket service, departure control 

and reservations systems? 

There is a great need for common control and information systems and this is a major 

priority for us. 

What implications does this have for travel agents? 

We believe agents will welcome this alliance, which provides new and better ways to serve 

customers. We believe agents will see the customer service and business rationale for this 

alliance very clearly. 

What implications does all this have for corporate customers? 

It’s excellent news for our corporate customers, providing them with the most convenient 

global access. 

-more- 
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Will each airline continue to develop its own international services, or have them flown by 

partners? 

The partners believe this alliance will broaden opportunities, not limit them. Through its 

alliance with Lufthansa, for example, United has been able to increase flying significantly - 

150 per cent - to and from Germany. We are now in a position to capitalise on the 

strengths each airline brings to the alliance in markets around the world. This will mean 

expanded service wherever opportunities arise. 

Is your alliance the world’s biggest? 

We have not made that claim. There are other significant alliances and proposed alliances 

which are also very large. This alliance is driven by quality, not size, but it does offer the 

greatest scope from the consumer perspective with the most comprehensive network. 

Will alliances continue to re-structure the industry around the world? 

We believe they will. 

Will this trend squeeze some smaller airlines out of business? 

No, its clear other vigorous airlines will find ways to compete or to join various groupings. 

Alliances should not be allowed to create monopolies or over-dominant positions in 

individual markets. It is the role of regulators to ensure this does not happen. We believe 

Star Alliance is procompetitive. 

Could there be afiture regulatory threat to alliances -for example, the EC is 

investigating United’s alliance with SAS and Lufihansa. Could it all unravel? 

Airline alliances are similar to alliances in other industries - those that are pro-competitive 

and enhance consumer choice, are not threatened by regulators. Those that are 

monopolistic and restrictive clearly pose problems which regulators must deal with. Star 
Alliance poses no threat to competition and provides distinct customer benefits. In the US. 

trilateral anti-trust immunity already exists for the relationship between United, Lufthansa 

and SAS. Anti-trust immunity for United’s alliance with Air Canada is pending. 

-more- 

. . _  .. .. 
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Can all the alliance partners be housed “under one roof’ at key airports such as O’Hare, 

Heathrow, New York JFK etc? 

Many airports pose difficulties, based on the physical constraints that exist. However, we 

will work hard to overcome these limitations so we can increasingly keep our operations 

close together. 

How might this alliance group affect each airlines ’financial goals and stock rating? 

We cannot comment publicly on that, but we are confident that customers, employees and 

the financial community will view this news today as a positive business decision. 

What happens ifyour relationship falters - is there a way out? 

Star Alliance is designed for the long-term, but mechanisms are in place to allow a carrier 

to leave. 

How does Star Alliance differfrom the proposed BA-AA alliance? 

Quite simply, our alliance links each airline’s network to provide a comprehensive airline 

system, with increased scope for customers. The BMAA proposal provides for 

concentration of their networks, creation of monopolies and duplication of routes. Our 

alliance is procompetitive. 

What type of market share will Star Alliance command? 

Our share will vary from market to market. We are not focusing this alliance on 

domination, but on innovation for our customers, s p u d  by competition. 

British Airways has said that this alliance group strengthens the case for its own alliance 

with American Airlines. Isn ’t this the case? 

No. BA has consistently sought to compare our alliance to its own plans. But not all 

alliances are the same - we believe BA’s plans differ fundamentally from our own because 

BA and American are intent on creating a monopoly at Heathrow, the premier trans- 

Atlantic gateway. 

-more- 

. - . . 
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Wouldn’t this alliance emulate the very iron triangle of European, Asian and U.S. carriers 

which United has criticised BA and American for planning? 

An iron triangle is one in which competition is locked out by physical constraints at key hub 

airports as well as by airline combinations which add up to monopolies. Our alliance does 

not constrain other carriers from competing with us nor do we constitute a monopoly force 

in key markets around the world. 

BA and American may be forced to give up slots in order to gain approval. How would 

Star Alliance carriers react if they were asked to cede slots to rival carriers? 

If regulators are concerned about anti-competitive combinations or activities then it is their 

role to act, and we would encourage them to do so. Each of the airlines would comply - as 
United, Lufthansa and SAS have already done - with any regulatory requirements. Our 

alliance is pro-competitive. 

How will Star Alliance be managed - will there be a separate management entity created? 

The alliance is managed by working groups from all the airlines, with an overall 

development committee coordinating the effort. There is no separate management. 

PRESS INFORMATION: 
UllihxkRichaIdMartiU Tek 847 700 2597 
Lufthansa: Dan Lewis Tel: 69 696 2999 
SAS: b u t  Lovstuhagen Tel: 8 797 2306 
Air Canada: John Reber Tel: 514 422 5676 
THAI: Charlene Suddhimondala Tel: 2 545 2663/4 

Fax: 847 700 7345 (United States) 
Fax: 69 6% 8454 (Germany) 
Fax: 8 797 1515 (Sweden) 
Fax: 514 422 5909 (Canada) 
Fax: 2 512 2135(Thailand) 
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FOR THE FIRST TIME, The Star iUliance network is a breakthrough in 
p, SINGLE AIRLINE NETWORK intemationdairtrnavel. 

CAN M E E T  THE REAL NEEDS For the first time in airline histon; five OP the - 
mobt respected dnd trusted carriers dre workmg 
together to offer meaninghl benefits to the global 

O F  T H E  TRAVELLER 

traveller and the travel trade. 

Customer recognition is the guiding principle of 
Star Alliance. We undertook cxtensive research to 

find out precisely what frequent intemational business 
flyers wanted - and what they didn't. And the same 
answers came back again and again: worldwide stam and 
privilege; and a seamless service from beginning to end. 

Put simply, they wanted more recognition of their 
status, the most convenient global access, less hassle 
through fewer check-ins, greater convenience and 
more mutes. On mry ilight.To h o s t  every imaginable 
business destination. Right across the globe. 

As every a p t  and coprate travel manager hm, 
no one airline can provide this. No singlc network can 

meet the many needs of the travel trade and their 
global customers. 

Until now. 
Wdcome to SISI AIlinna, the airline network for Earth 

TUAMNOON WANGLEE PRESIDENT/-HAI 



V:: STAR ALLIANCE-" 

G L 0 B A L B E N E F I T S Worldwide status is their privilege. 
Your customers deserve and cherish the status they 

have earned as frequent international business travellers. 

With the StarAlliance network, the miles earned 
on any flight with any of the five partner 
airlines can be credited to the frequent flyer programs 
they belong to and count towards their elite status 
level. 

FROM A SINGLE SOURCE 

And because selected privileges earned on the 
Star Alliance airline your customer flies most often 
will now be honoured by all five airlines, they will have 
access to more lounges around the world. An 

intemational first class customer in nansit on a same-day 
ticket will now be able to choose from over 175 
lounges worldwide. International business class 
passengers, together with each partner airline's most 

frequent travellers', can enjoy access to: 
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Smooth connections. 
Between Star Alliance partners, there's only one 

check-in for the journey. Boarding passes for the 

customer's flights will be issued at the initial check-in 
to save time and inconvenience during connections. 

Flight schedules and baggage transfer systems are 
co-ordinated - reducing waiting time on the 
connections and ensuring that baggage arrives in the 
right place at the right time. 
T h e  most convenient access to the world. 

The StarAlliance network spans the globe, serving 
more than 575 destinations in 105 counmes. With the 
addition of Varig'. the network will bc expanded to 
more than 600 destinations in 108 counmes. 

As you can see from the route map opposite, 
Star Auiauce brings new customer benefits to the 
four comers of the globe. 

*AIR CANADA AEROPLAN ELITE".. LUFTHANSA H O N S  AND SENATORS. SA8 PANDEONS AND SAS EUROBONUS RVC QOLO. THAI GOLD 
PREMIER EXECUTIVE A N D  REO C A R P E T  CLUB M E M B E R S  *'PLEASE N O T E  THAT S O M E  CONDITIONS APPLY UNITED AIRLINES 1K 

?SUBJECT T O  QOVERNMENT APPROVAL 



 STAR ALLIANCE" 

0 AIR CANADA 

OLUFTHANSA 

0 SAS 
0 THAI AIRWAYS 

0 UNITED AIRLINES 

I 
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4 5: S T A R  A L L I A N C E - "  

U N IQ U E ADVAN TAG ES 
FOR CUSTOMERS.  

IJ N I Q U E 0 P PO R T U  N IT1 ES 
FOR THE TRADE 

Vhat tangible benefits does Star Alliance really 

wer to  the customer? 
tight now, Star Alliance offers a wide range of 

antages, including: frequent flyer benefits plus 
iter recognition that their loyalty is h@y v a l d ,  

lobd network; a smoother and more convenient 
re1 experience; integrated services designed to 
irove connections and make use of common 
lities and locations; and a single, definable brand 
t signifies our commitment to customer service. 
d there arc many more benefits to come. 

2. How much closer together will each airline 
move? \Vi the individual brands disappear one day? 

Star Alliance is an overall brand for our five 
airlines but each airline will keep its own well-established 
name and branded products. We do not envisage the 
individual brands disappearing. Indeed, our 
customers view our diversity as a great strength. 

3. Wiu any of this lead to  lower fares? 
It wiU certainly make each airline even more 

competitive in terms of cost and that has real value for 
the customers in the long mn. Our overall goal is to 
add customer benefits. 

4. Wi other airlines be welcome to join the network, 
We already have a commitment from Varig' 

to join the group as a sixth member. We fully expect 

others to follow in the future whose networks are 
complimentary and therefore provide more scope for 
our customers. 

5.winyou ad n p d  I sing& b l m d a l ~ t  

There art IX) cuncnt p h  for a smglc brand p". 

Lw the programs to provide common Icward and 
recognition is a s i t  customer benefit and meets 
all present customer needs. 

6. Can all Star Alliance partners be housed 'under 
one roof' at key airports such as Chicago O'Hare, 

London Heathrow and New York JFK? 
Many airports pose difficulties based on the 

physical constraints that exist. However, we are 
working hard to overcome these challenges and to 

increasingly keep our operations close together. 

7. Will customers be misled or confused by 
code-sharing? 

Not at all. Code-sharing allows for the network's 

expansion and the efficiencies that our customers have 
asked for. We inform our customers which airlines 
will operate which fights. The Star Alliance brand 
will become recognised by our customers who will 
then know that carriers with similar standards of 
service are working together. 
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Foreword 

W- Llcoiiie to Star .4lliancc. the uwrld’~ first 
t r i i  I y gl oba I a I I i a ncc. 
As part of the launch, we have designed this 
booklet to give yoti an overview of each of the 
alliance carriers. For ease of use, all grid 
information has been listed b y  carrier, in 
alphabetical order. Please review it carefully 
and remember that the services listed within 
may not b e  offered between carriers at  this time. 
Lounge access for Top Tier  frequent flyers and 
mileage accumulation are available throughout 
the network immediately. 

This  booklet contains information regarding air- 
port lounge access and enhanced frequent flyer 
programs. Both of these products are available 
for the May 14 launch of Star Alliance. Alliance 
carrier teams are currently studying products and 
services for future Star Alliance implementation. 
Employees should continue to consult their 
respective carrier’s information systems when 
processing customers through their journey 
with Star Alliance carriers. 
Welcome to Star Alliance, the airline network 
for Earth. 

! 

Lamar Durrett 
President and 
Chief Executive Officer 
Air Canada 

and mmt comprehensive 
partnership in the histork 
of aviation ” 

“Star AllianLe IS the  stronge5t 

Jurgen Weber 
Chairman of 
the  Executive Board 
Lufthansa 

will deliver to our customers 
superior service, technological 
innovation and an unsurpassed 

“Through t h e  Alliance we 

- 
international route network.” 

Jan Stenberg 
President and 
Chief Executive Officer 
Scandinavian Airlines System 

providing the greatest number 
of destinations and the most 
convenient scheduling options 
available anywhere.” 

“Leadership in global travel, 

Thamnoon Wanglee 
President 
Thai Airways International 

Star Alliance is, and will 
remain, the customer.” 

“The central focus of 

Gerald Greenwald 
Chairman and 
Chief Executive Officer 
United Airlines 

“All of you will help make 
our journey seamless from 
beginning to end.” 

1 
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Hub Information . . . . . . . . . . . . . . . . .  so 
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Customer expectations 

Sylvia Glucken 

I want to get there as quickly 
and efficiently as possible. 

W-on 

I want each step of the trip 
to go smoothly and problems 
solved quickly for me if 
they occur. 

When I travel long distances 
I need to be comfortable. 

NiLF N. Trvlrvip 

2 3 
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A I R C A N A D A  @ 

Air Canada’s prede- 
cessor, TCA, inaugu- 
rated its first flight 
sixty years ago carry- 
ing mail aboard an 
LlOA from Vancouver 
to Seattle. Today, 
Air Canada is Canada’s 
largest carrier and has 
established itself as a 
leader in global air transportation by pursuing a 
strategy based on value-added customer service, 
technical excellence and passenger safety. 
Together with its regional airlines, Air Canada 
provides air transportation to 125 destinations 
across Canada, the United States, the Caribbean, 
Europe, the Middle East and Asia. With its 
Star Alliance partners, Air Canada’s reach has 
been extended further still. 
Widely recognized for quality in-flight service and 
entertainment, Air Canada is a world leader in 
passenger telecommunications. Its Eucuhe First 
service is highly sought after by long haul busi- 
ness travellers, as are its state-of-the-art business 
centres and comfortable Maple Leaf Lounges. 
T h e  airline’s frequent flyer program, Aervplan, is 
Canada’s largest and offers an extensive network 
of quality travel and accommodation partners. 
From internet to Electronic ticketing, the airline 
offers its customers leading-edge convenience. 
Technical excellence extends to its fleet. By 
adding 41 new aircraft through 1998, Air Canada 
will have one of the youngest fleets in the world. 
Recognition, convenience, comfort and reliability: 
these are the four cornerstones of Air Canada’s 
customer-oriented philosophy. 

3 
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0 Lufthansa 

L u f t h a n s a  is one of 
the ten largest airlines 
in the world. In terms 
o f  passenger numbers 
on international sched- 
uled flights, it occupies 
second position in the 
world ranking. 
T h e  Lufthansa story 
began in 1926, with its 
founding in Berlin. This chapter was brought 
to a close in 1945 with the end of the Second 
World War. Ten years later the new company, 
Lufthansa German Airlines, was founded in 
Cologne in 1953. 
The  airline’s success is owed greatly to Lufthansa’s 
technical expertise. Lufthansa’s fleet is one of 
the youngest and most environment-friendly 
in the industry (average age: six years) and so 
the airline can offer its passengers the comfort 
and convenience of the most modem aircraft. 
For an airline to be successful, it is essential 
that it have a global route network. T h e  airline 
supplements its own network through coopera- 
tion with other major airlines. Passengers 
benefit additionally from an extensive frequent 
flyer programme and improved ground services. 

replacing traditional tickets on domestic German 
routes and speeding up  travel. 
Lufthansa pays special attention to its First Class 
and Business Class passengers. T h e  company’s 
aim is to open up the customer to new dimen- 
sions in air travel and to extend Lufthansa’s 
special service to the pre and postflight stages. 

6 

Lufthansa introduced the ChipCard, which is I 

////SA! 

Scandinavian Airlines 
System, SAS, was 
founded in August 
1946, as a consortium 
of the national airlines 
of Denmark, Norway 
and Sweden. Its parent 
airlines are among the 
oldest in the world still 
in operation. 
Through the years, SAS has established itself as 
an innovative, pioneering airline. Its most 
notable achievements include the introduction 
of Polar shortcut routes linking Scandinavia first 
with North America, and later with Japan. At the 
beginning of the 1980s, the airline launched a 
new service concept for business travel, SAS 
EuroClass, and received the coveted Airline of 
the Year award in 1984. 
SAS’ vision is to make Scandinavians proud of 
their airline. To this end, the development of 
SAS’ products and services is based on the 
watchwords of simplicity, choice and care. The  
airline is also in the forefront of the industry in 
relation to environmental concerns, recently 
becoming the first European carrier to introduce 
the pro-environment MD-90 aircraft to its fleet. 
SAS was founded in the spirit of international 
cooperation. Today, this same spirit has been 
applied when forging alliances with other qualit! 
airlines. With its partners, SAS now offers 
travellers to and from Scandinavia convenient 
connections throughout an integrated global 
traffic system. 
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Thai 

T a i  Airways 
I n te r n a  t iona I is 
Asia’s leading airline, 
operating out of 
Bangkok, t h e  indis- 
putable aviation h u b  
of Asia and one of t h e  
world’s most popular 
tourist cities. Our 
founding partnership 
with SAS in 1959 was one of the earliest airline 
alliances ever signed. After the first flight 
on May 1, 1%0, passenger volumes have 
increased tremendously, contributing to Thai’s 
thirty-second consecutive year of profitable 
operations in 1996. 
More than 13 million passengers experienced 
our Royal Orchid Service across 72 destinations 
in 37 countries. Within Asia, we now fly to more 
countries than any other airline, with convenient 
connections to the world’s fastest growing 
economies. 
Wherever we fly, Thai traditions and culture fly 
with us. Each day, over 10,OOO female passengers 
are presented with an orchid corsage before 
embarking. Our Asian speciality meals and good 
wines are second to none, and our traditional 
Thai ‘wai’ greeting has become legendary. 
T h e  new corporate vision statement “The  First 
Choice Carrier: Smooth As Silk. First Time. 
Every Time,” is becoming a reality by 
establishing a common direction, cooperation, 
and sense of purpose throughout the company. 

l@ UNITED AIRLINES 

4 5 incc i r h  t irsr open- 
cockpit I,iplane .;oared 
inro thc s k y  in 102h 
r o  deliver the I ’ .S .  
mail, llnited Airline\’ 
industrv-leading 
efforts h a \ r  helped to 

expand commercial 
aviation and refine 
airline scrvice. 
United Airlines was created as a result of 
a merger of four pioneering U.S. carriers: 
Boeing Air Transport, National Air Transport, 
Pacific Air Transport and Varney Air Lines. 
For nearly seven decades, United Airlines has 
built a history of innovation and leadership, 
including the world’s first flight attendant service 
in 1930; the first airline flight kitchen in 1936; 
the first non stop, coast-to-coast U.S. flight in 
1955; the first nationwide automated reservations 
system in 1971; and in 1995, the first carrier in the 
world to fly the state-of-the-art Boeing 777 aircraft. 
United began its first scheduled service outside 
North America in 1983 with non stop service to 
Tokyo. Since then, United has grown from this 
single overseas flight to become one of the largest 
international carriers in the world, flying nearly 
nine million travellers on 70,000 International 
flights each year. 
Today, after nearly 70 years of passenger and 
cargo service, United is the largest majority 
employee-owned company in the world, 
spanning 140 destinations in 30 countries and 
three territories in five continents. 

I 
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Mileage Accumulation 
Members of any of t hc  fivc Star Alliance carricrs‘ 
frequent flyer programs can earn miles whcn 
they travel on flights operated by anv of the 
five airlines. 

In addition, all miles earned by travelling on 
any of the five Star Alliance carrier flights also 
count towards higher membership status in any 
of the  five programs. To illustrate, an Air Canada 
Aeroplan member’s flights on [Jnited Airlines 
will count toward Aeroplan Elite status. 

Reward Travel 
Members of any of the five Star Alliance 
carriers’ frequent flyer programs can also 
redeem miles for reward travel on any of the 
Star Alliance carriers. 

Airline 

0 AC 

Frequent 
Flyer 
Program 

Aeroplan 

Miles & More 

EuroBonus 

Royal 
Orchid 
Plus 

Mileage 
Plus 

TOP Middle 
Tier Tier 

Aeroplan Aeroplan 
Elite Prestige 

Senator, Frequent 
Traveller 

Silver 

Premier Premier 
Executive 1 K, 
Premier 

11 
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Lounge Access 
for Passengers within 
the Alliance System 

'asscngers holding onc of thc 
i)llowing boarding pdsscs (h.p.1 
)r cards 

I;irst Class International b.n 
Business Class International b.p 

A(: Executive First 
I,H Business Class 
SK EuroClass 
'TG Executive Class 
UA Connoisseur Class 

Status Card holders 
AC Aeroplan Elite 
L H  Senator 
L H  H O N  
SK Pandion 
SK RVC EuroBonus Gold 
T G  Royal Orchid Plus Gold 
UA Premier Executive 1 K 
UA Premier Executive 

Paid access card 
AC Maple Leaf Club 
AC Maple Leaf Club/ 
Diners enRoute 
UA Red Carpet Club 

Card Types .~ 

Status Cards and 
Paid Access Cards 

I3 
n 
n 
13 
B 
B 

B 
B 
B 
B 
B 
B 
B 
B 

B 

B 
B 

Aemplan 
E l i  
Maple Led 
Club 

0 
A l .  A 2 / B  A 1 I3 - 

I% 13 
ti I3 
B I i  
I3 I3 
B B 
B B 

A2 I B 
AI. AZIB 
AI,  AZIB 
Al,  AZIB 
Al,  A2/B 

AZIB 
A2/B 
AZIB 

B 
A I B  
A / B  
A / B  
A I B  

B 
B 
B 

AZIB B 

AZlB B 
AZIB B 

Senator Pandion 
HON RVC 

EuroBonus 
Gold 

S ~ N S  cards and paid access cards are only to be accepted in 
combination with a sameday Alliance carrier's ticket (in any 
class of service). 

not considered to be international. 
Transborder boarding passes between U.S. and Canada are 

No I D  (dutylemployee travel) or AD (agency staff) accepted. 

12 

B 

B 

B 
B 

ioyal 
h h i d  
'Ius Gold 

Type Lounges A 

LH 1 4 1 1  Senator 
Ltl  ( A L )  Frequent 

I raveller 
SK Royal Viking 
T G  Royal Orchid 

First Class 
UA First Class 

r .  

I3 

Lounges 
AC Maole Leaf 
L H  Business 
SK EuroClass 
T G  Royal Executive 
T G  Royal Orchid 
UA Red Carpet Club 

4 
Premier 
Executive 
IK 
Premier 
Executive 

"One-day" lounge passholders do not have access into 
alliance lounges. 
International First Class Travellers and all Card Holders are 
allowed one guest unless a different bilateral agreement is 
in place. 
Current bilateral contract agreements remain in place. 

* UA Premier Executive 1 K and Premier Executives have 
access to Red Carpet Clubs only when travelling internationallv. 

13 

.. 
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Lounge access cards 
’l‘he following are Star Alliance lounge access 
cards (for access rules see preceding pages). 

A<; Aeroplan Elite AC Maple Leaf Club 

AC Maple Leaf Club/ 
Diners enRoute 

AC Club Feuille 
d’Crable / 
Diners tnRoute 

LH Senator LH HON C l u b  
ChipCard ChipCard 
(Credit card) (Credit card) 

5232 0100 0000 

LH Senator LH HON Club 
ChipCard ChipCard 
(Credit card) (Credit card) 

LH HON Club LH Senator 
ChipCard ChipCard 

I Z Z O  3000 0000 ooo I I2220 iooo 0000 ooo 1 

14 

... 

15 



I J A  Premier 
Executive 1K 

U A  Ked Carpet Club 
Lifetime Member 

TG Royal Orchid 
SK Pandion Plus Gold 

LJA Premier 
Executive 1K 

LJA Red Carpet Club 
Lifetime Member 

SK RVC EuroBonus 
Gold 

UA Premier Executive 
UA Red Carpet Club 
3 Year Member 

UA Red Carpet Club 
1 Year Member 

UA Red Carpet Club 
1 Year Member 

SK RVC Gold 
EuroBonus Diners 

UA PassPlus 
/ 

16 17 





r .  
--1 

. 



- 
Page 13 of 33 

u2 z 
0 
U 

E 

U 

a2 
Y 

5 

I _____I_--.. . 



Page 14 of 33 

0 ’  r 
a 
Lr, 
L 
I 

4 
3 
4 

- 

0 

I 



L * I _ '  - - I 

Page 15 of 33 

--r y1 

T 
r ----I1 I I 

D 

- 

I 

- 

0 

t 

,- 
E 
3 " I 

7 , " I  

I ' I  

1 
w. y1 
O L .  I 

1- - 

I' 

.- 

I 

C 
I 

i 



-- 

i 

I 





'I'his grid detai ls  
individual all iance carriei 

f leet  information. 

A(. 1.11 SI( I,(; ( ' A  

A 300 
A 310 
A 319 

13 2 3 

8 2 
6 8 

A 321 
A 330 
A 340 I6 

ATR 42 1 . 5 1  f l  
AVRO RJ 85 1 17 I 
B 727 I I I 75 

I 

I DClO I I I I 3 I 3 4 1  

32 

Operated by Connectors 

33 



Connccror G I '  Ground Transporr 

35 
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Rascl-Mulhousc 
Rastia 
Bathhurst 
Rcavcr Creek 

BSI, 0 
RIA 0 
ZHF x 
%R\l  

t Connccror GT Ground Tnnsport 

36 

# Connccror GT Ground Transpart 

37 
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Gander 
Garden (> i t \  

Gasp6 

# Connecror GT Ground Transport 

38 

YQX X 

GCk: 0 
YGI' X 

Glasgow ~ G L A ~  0 I 0 I 

Gdansk lG" 1 . 1 . 1  
Geneva IGVA I 1 . 1 . 1  I 

I 

Genoa !GOA I 1 . 1  
Gillrrrr Irx-c I I I I I r  

Grand Island IGRI I I .  
Grand Junction lCJT I 1 .  
Grand Raoids lCRR I I 

Harare I I 
Harrisbureh IHAR I X I I 

I I .  

# Connector GI '  Ground Transport 

39 

Green Bay IGRB [ 1 .  



Connector G T  Ground Transporr 

40 
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G T  Ground Transport Connector 

41 



# Connccror GT Ground Transporr 
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# Connector 43 
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Nassau 
Neth 
Newcastle 

New Haven 

NAS 0 
SXM 0 
NCL 0 
HVK 0 

New Orleans 
Newporr News 
New York - JFK 

Norfolk, NE IOFK I 
Norfolk I 

MSY 0 
PHF 0 
JFK 0 0 

Orange County 
Orebro 
Orlando 

;K Connector GT Ground Transport 

44 

SNA 0 
ORB 0 
MCO 0 0 

CT Ground Transporr Connector 

45 
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San Francisco SFO 

San Jose, CA 
San Jose, 

Costa Rica 
San Juan 
San Luis Obispo SBP 
Sanca Barbara SBA 

x Conncctor G T  Ground liansporr 

46 

0 

0 

- 

- 

x Connector CT Ground Transport 

47 
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k Connector GI'  Ground Transport 
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- 0 AC 

-@I LH International Terminal 

2 E : a n g  International 
Airport 

-~ 

Airline Service from 

- 0 AC 

0 LH Terminal 2 

JUS SK Terminal 1 

I Terminal 1 

Distance from airport to downtown: 5 miles/8 km 

Chicago 
ORD 
O’Hare International 
Airport 

Airline Service from 
Terminal 2; 
Terminal 3 in June ‘97 

JUS SK International Terminal 5 1 

Copenhagen Airport - 
rAirline Service from 1 

~ 

JUS SK International Terminal 

T G  International Terminal 

- @ UA 
Distance from airport to downtown: 6 miles/lO km 

Denver 
DEN 
Denver International 
Airport 

Terminal 1, 2 

Distance from airport to downtown: 18 miles/29 km 

IM UA Concourse B 

Distance from airport to downtown: 23 miles/37 km 

52 .5 3 
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~ 7 e TG Terminal 1, Hall B 

@ UA Terminal 1, Hall C 

International Airport 

I Airline Service from I 
0 AC Terminal 1, Hall A 

@ L H  Terminal 1, Hall A 

1- S K  Terminal 1, Hall A I 

Distance from airport to downtown: 7 miles/lZ km 

Airline Service from 

0 AC Main Terminal 

~~ ~ 1- SK Main Terminal 1 
le T G  Main Terminal I 
I@ UA Main Terminal I 
Distance from airport to downtown: 3 miles/S km 

London - Heathrow 
International Airport 

Airline Service from 

0 AC Terminal 3 

Terminal 2 I 
Terminal 3 

Terminal 3 

Terminal 3 

Distance from airport to downtown: 15 miled24 km 

Los Angeles 
International Airport 

1 Airline Service from 
~ 

Terminal 2 

Tom Bradley Incl. Terminal 

0 AC 

@ L H  

&ZS SK - 

Tom Bradley Intl. Terminal % TG 
UA Terminal 6, 7 

Distance from airport to downtown: 10 miles/l6 km 

54 5 5 
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-@ LH International Terminal  

w SK International Terminal  

M o n t r e a l  - D o r v a l ,  YUL 
and Mirabe l ,  YMX 
M o n t r e a l  I n t e r n a t i o n a l  
A i r p o r t  

Airline Service from I 
0 AC Main Terminal 1 

- 0 LH 

1 

I Airline Service from 

Distance from airport to downtown: 
YUL - 15 miles/25 km YMX - 33 miles/53 km 

Distance from airport to downtown: 5 miles/8 km 

Airport 

I Airline Service from 

1- SK Module  B 

% TG Module  C 

4iY UA M o d u l e  B 

Distance from airport to downtown: 18 miles/29 km 

56 

I Airline Service from I 
I South Terminal  

I 1- SK - 

International and 
North Terminal 

Distance from airport to downtown: 13 miles/21 km 

57 
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Stockholm 
STO 
Ar landa  Airport  

Airline Service from 

LH Terminal 5 - 

Domestic: Terminal 4 
International: Terminal 5 &# SK 

e T G  Terminal 5 I 

Lester B. Pearson 
International Airport  

Airline Service from 

Terminal 2 I 

Distance from airport to downtown: 26 milesl41 km Distance from airport to downtown: 18 miled30 km 

I ‘lokyo 

Narita Airpor t  

Airline Service from I 

&# SK Terminal 2 

4 T G  Terminal 2 - 

@ UA Terminal 1, South Wing 

Washington Dulles 
International Airport  

I Airline Service from I 

I 1- SK - 

I@ UA Mid Field Terminal C & D I 
Distance from airport to downtown: 36 miles158 km Distance from airport to downtown: 26 miled42 km 

59 
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Vancouver 

Vancouver International 
Airport 

Airline Service from 
Domestic: Main Terminal 
T/B & Intl: Intl Terminal Bld 

Intl. Terminal Building 

I SK - 

MI UA Inti. Terminal Building 

Distance from airport to downtown: 9 miles/l5 km 

Additional information 
within your airline system 

RES 111 0 CIC*ALLIANCE 

0 LH AMADEUS 
GGAIRLH 
GGAIRLHACCOOP 
GGAIRLHSKCOOP 
GGAI RLHTGCOOP 
GGAIRLHLJACOOP 

AMADEUS 
GGAIRSK 

m SK 

GGAIRSKCODESHARE 
GGAIRSKLHCOOP 
GGAIRSKTGCOOP 
GGAIRSKU ACOOP 

T G  AMADEUS 
GGAIRTG 
GGAIRTGCODE 

APOLLO 
S*UAL/ALLIANCE IW ITA 

Additional information via: 

Internet 
www.aircanada.ca 0 Ac 

LH Internet 
www.lufthansa.com 
T-Online 
*LH# 
MicrosoftNetwork 
Go to LH 
CompuServe 
Go Lufthansa 

SK Internet 
www.sas.se 

6 T G  Internet 
www.thaiair.com 

Internet 
www. ual.com 4w 

60 
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http://www.lufthansa.com
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Premier Edition June 1997 hnp://ww.ual.com 

WHAT'S INSIDE: 

STAR ALLIANCE 
A summary of your new 
benefits, including 
worldwide airport 
lounge access. Page 2. 

WIN A WORLD TOUR: 
A Star Alliance tour 
of the world. Bidding 
starts at only 100.000 
miles! Page 3. 

TRIPS TO WIN: 
Five Mileage Plus 
First Card winners will 
be off to London this 
month! Page 3. 

YOUR BONUSES: 
Earn 5,000 bonus 
miles with Marriott, 
or 10,000 bonus miles 
with Radisson Seven 
Seas Cruises. Page 4. 

Star Alliance: the global airline 
network created just for you 
We have news of truly global 
proportions to share with you 
this month. 

United Airlines, Air Canada, 
Lufthansa, SAS and Thai 
Airways International have 
formed Star AllianceSM- a 
network that links our mutes 
and resources around the world 
for the benefit of you, our most 
va!ued customers. 

Star Alliance offers you the 
ease and convenience of 
traveling on a single airline 
network, virtually anywhere in 
the world. It also reserves 
outstanding benefits and 
privileges for you as a 
Premier@ member. 

More Premier 
opportunities. 
The flight miles you earn on aU 
paid Star Alliance flights count 
toward Mileage Plus Premier 
status. This benefit, which 
debuted January 1. 1997, will 
mean more opportunities for 
you to requalify for Premier 
membership in 1998, or reach 
a higher level of recognition 
and rewards. 

Airport lounge 
privileges. 
When you fly a Star Alliance 
partner, you'll be welcome in 
selected lounges of all five 
airlines on the day of your 
flight. Admission will be on 
presentation of a First Class, 

STAR AL-IANCE" 

Connoisseur Class" or 
equivalent Star Alliance airline 
boarding pass. In addition, 
select lounges will be open to 
Premier Executive@ 1P and 
Premier Executive members 
traveling on paid international 
fares, as well as members of 
Red Carpet Club? 

This is just the first of many 
exciting announcements 
about Star Alliance: The 
Airline Network 
for Earth. 

http://hnp://ww.ual.com
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Lufthansa 
Senator 
Lounge 

Business 
Lounge 

Star Alliance 
award travel: 
How It Works. 

l of departure 

and destination 

from over 575 

Star Alliance cities 

worldwide. 

Select your point 

SAS THAI 
Royal Viking Royal Executive 

Club Lounge 
EuroClass or Royal 
Lounge Orchid Lounge 

EuroClass Royal Executive 
Lounge Lounge 

or Royal 
Orchid Lounae 

Star Alliance 

International 
First Class c u s m e r s  
may use:' 

International 
Connoisseur Class 
customers may use:' 

Red Carpet Club 
members may use: 
On international trips. 
Premier Executive 1K 
and Premier Executive 
members may use: 

Meet the 

United Ai r  Canada 

International Maple Leaf 
First Class Lounge Lounge 

Red Carpet Club Maple Leaf 
Lounge 

Red Carpet Club Maple Leaf 

Red Carpet Club Maple Leaf 
Lounge 

Lounge 

Each of the five Star Alliance 
partners-United Airlines, 
Air Canada, Lufthansa, SAS and 
Thai Airways International-is 
a leading carrier in its own 
right. 'Ibgether, they form a 

global network of 
Call Premier 2 Reservations 

at 1-800-356- 

8900. We'll 

tell you 
which of the 

partners you will 

need to fly, and how 

many miles you will 

need to redeem. 

If award 3 seating is 

available, we will 

make your flight 

arrangements and 

account. Please 

note Multiple air 

carriers cannot be 

combined on a single 

award ticket A ticket 

is required for 

each carrier 

convenient flight schedule. 

More importantly, Star Alliance 
delivers on the long-awaited 
promise of earning and 
redeeming miles worldwide on 
a single airline network. 

Earn your miles 
globally. 
No matter which Star Alliance 
partner you fly, you can receive 
Mileage Plus miles for your 
paid travel simply by giving 
your Mileage Plus account 
number to a reservations 
or gate agent prior to 
your departure. And 

remember: Every paid 
trip you take on a 
Star Alliance partner 
puts you closer to 
renewed Premier status 
in the year to come. 

Star Alliance airlines. 
Redeem your miles to selected facilities of all 
easily. five partpers when you 
Star Alliance partners offer fly any one of them on a 
redemption destinations around paid international first or 
the world. When redeeming Business Class fare. 
your miles, you don't need 
to convert or transfer miles to 
another Star Alliance partner. 
SimDlv choose vow destination 

Certain partner lounges 
are also open to lK, 
Premier Executive and 

-.I 

Red Carpet Club members 
traveling on paid international 
tickets in any class of service. 

and call Premier Reservations. 
We can check all Star Alliance 
partners for available seats, 
and deduct the required miles 
from your Mileage Plus account 
once your trip is booked. 

Your lounge access privileges 
become effective May 14, 1997. 
They are summarized in the 
chart below. 

More announcements 
to come. 

Star Alliance 
airport lounges. 
Each Star Alliance partner has 
built a private network of These are just the first of many 
airpon lounges Star Alliance benefits 
around the world reserved for you as a 
to serve its own Premier member. 
customers. Now Watch your newsletter 
you have access for future updates. 

Freoueni Traveller 1 EuroClass I Royal Orchid I 
or Business Lounge I Lounge I Lounge 
Frequent Traveller I EuroClass I Royal Orchid 
or Business Lounge 1 Lounge 1 Lounge 

I lnternauonal First Class customen with sameday ticker an4 rraveling on an Alliance panner segment w ~ l l  have access 10 all lounges flon OOlnl 
of origin Io final destination 2 Business Class usiomers will be given lounge access by providing a boarding pass lor the segmenls to be %,wn 
Travel berween U S  and Canada is not considered lnlernalional within Siar Alliance 

2 
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Bid your miles to fly them all! 
How far could you go with a 
pair of tickets good on any  of 

the Star Alliance 
= 2 *  

/ airlines? Here’s 
your opportunity 

to find out! 

If your bid of 
100,OOO or more 

Mileage Plus ._ 
I 

miles places you 
among our 50 highest auction 
bidders, you and a guest will 
fly to any five destinations in 
the Star Alliance network. 
Travel is in First Class on 
flights with two classes of 
service, and in Business Class 
on flights with three classes 
of service. 

Chart your own course. 
You’ll receive a complete list of 
destinations served by United, 
\ir Canada, Lufthansa, SAS 

.md TH.U You can fly just one 
)artner, or create a trip that 
rtikes k-ou aboard all five. 

For example. k-ou can fly 
Ll-ashington, D.C.-London on 
I-nited: London-Stockholm on 
S.U:  Stockholm-Bangkok on 
Lufthansa: Bangkok-Seoul on 
11uI; and Seoul-Washington. 
U.C.. on Air Canada. 

Travel in comfort 
worldwide. 
You’ll soon discover how easy 
it is to travel m<th five airlines 

Over 575 Star Alliance Destinations on Six Continents 
I Nonh America I Latin America I Europe I Pacific I Africa/Middle East 

United 101 12 1 8 1  15 I 0 
I Air Canada I 45 I 9 I 7 1 4 I 0 I 

Lufthansa I 14 6 I 95 I 18 I 22 
SAS 5 0 I 91 I 6 1  0 

I THAI 1 1 I 12 I 58 1 2 
Chan denoies lei service only. 

that work together as one. 
And you will enjoy the same 
high standard of service on 
each of the five partners 
wherever you fly. 

Winners and their guests will 
receive one ticket good for up 
to five stopovers on any of the 
Star Alliance partners: United, 
Air Canada, Lufthansa, SAS 

Bidding for this exclusive and THAI. Up to five stopovers - 
are permitted. Some 

connections may 
be necessary. 

Premier auction starts at 
only 100,OOO miles. But 
don’t delay-bidding 
closes July 11, 1997. 

How to make 
your bid. 
Call 1-8009303053 between 
7 A.M. and 10 P.M. Central 
Time. or make vour bid online 

. Travel is in 

flights with two 
classes of service, and in 
Business Class on flights with 
three classes of service. Flights 

First Class on 

must be booked and ticketed 
by December 31, 1997, and 
all travel completed by 
December 31, 1998. 

Departure fees and taxes may 
apply and will be collected 
from winners when tickets are 
issued. All federal, state and 
local taxes are the winner’s 
responsibility. Note: Miles bid.. 
will be committed during the 
auction period and may not 
be redeemed for award travel 
or upgrades from the date of 
bid until August 1, 1997. Other 
restrictions may apply. (MPN 407) 

at the Web site address listed 
on page 4 of this newsletter 
by July 11, 1997. Winners of 
this auction, to be notified by 
August 1, 1997, will be the 
30 highest-bidding Mileage Plus 
Premier members with a 
minimum bid of 100,OOO miles. 

Win tickets 
to London 
this month! 
Mileage Plus 

First Card s 

10th Anniversary 

Sweepstakes 

continues with a new 

prize for five lucky 

winners-roundtrip 

tickets for two to 

London in United’s 

Economy Class All 

cardmembers in 

good standing 

are eligible 

to win 

prizes 

through 

January 1998, 

including the Grand 

Prize of 1,000,000 

Mileage Plus miles! 

Don‘t miss this great 

travel giveaway from 

the card that helps 

you earn award travel 

fast. Apply for a 

Mileage Plus 

First Card’ today 

by calling 

1-800-521 -5976. 

CddmfinX:J Ears 
WLE-ZCE PLLS’ 

FIRST SARD‘ 

3 
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WHAT WU G E l  PARTNER NAME EARN DATES H O W  IT WORKS 

HILTUN 6/2- 
8/31/97 

Complete three six or nine Oouble Oip” stays as a 
Hilton HHonors’ Worldwide member at more than 
400 panicipating Hilton. Conrad International and 
Vista hotels worldwide 

One free weekend night after three Oouble Dip stays two freE 
weekend nights after six stays or three free nights after 
nine stays (limit three free nights) For reservations call your 
professional traqel agent You can also make reservations and enroll 
in Hilton HHonors by visiting HiltonNet* at hnp / / w w  hilton com 
or by calling 1800HHONORS (MPH 407) 
Triple miles (1,500) per eligible stay Restrictions apply Call 
1800-HYAlXA (180049288221 and ask for the UACAT offer 
Present your Premier membership card at checkin (MPH 4571 
2.000 bonus miles per eligible stay For reservations call 
1800233-1234 and ask for the UAAU97 offer Present vour 

H Y A l l  HOTELS 
b RESORTS 7/31/97 at select Hyan hotels in California 

5/15- Stay a minimum of two nights. including a Sunday 

6/1- 
9/14/97 

Stay two or more nights at any of eight participating 
Hyan propenies in Australia and New Zealand at a 

AIRLINE PARTNERS 

United Airlines 
Shuttle by United 
United Express 

Aeromar 
Air Canada 
Air France 

ALM Antillean Airlines 
Aloha Airlines 

.%nsett Australia 
British Midland 

W A  
Lufthansa 

National Airlines 
SAS 

Saudi Arabian Airlines 
THAI 

CAR RENTAL PARTNERS 

Alamo Rent A Car 
AViS 

Budget Rent a Car 
Dollar Rent A Car 

Hertz 
National Interrent 

CRUISE PARTNERS 

Crystal Cruises 
Norwegian Cruise Line 

Radisson 
Seven Seas Cruises 
Renaissance Cruises 

HOTEL PARTNERS 

Hilton Worldwide 
Holiday IM Worldwide 
Hyatt Hotels & Resorts 

In terContinental 
Hotels and Resorts 

ITr Sheraton 
Libertel Hotels 

Mandarin Oriental 
Hotel Group 

Maniott Hotels, 
Resorts & Suites 
Hadisson Hotels 

\Vorldv;ide 
Shangri-La Hotels 

& Resorts 
Sol Slelia 

\Vestin Hotels & Resorts 

EXCLUSIVE PREMIER PARTNERS 

I3ltmmingdale’s 
Hayman Island K e ~ ~ r t  
\ l i l eag r  I’lus Dining 

AN0 MORE! 

. \T&T 
Countr\.wide Home Loans 

(iTE .Airfone 
\lileaqe Plus” First Card” 

\lileage Plus’ Global 
l’hone Card 

North .American 
blortgage Company 

18UWWIDLCFKS 
I’MP Relocation Services 

United Vacations 

Worldwide Corporate Rate or higher 
Exclusively for Marrion MilesY members’ Sign up for 

Premier membership card at check-in (MPH 467) 
5,000 bonus miles after your fifth paid stay durina the Dromotion MARRIO l l  HOTELS, 2/15- 

RESORTS b SUITES 12/31/97 Marrion’s Oouble Take Bonus and complete five paid stays period. To join Manion Miles or register for’ your dbubld Take 
at any of more than 290 Manion Hotels. Resons or Bonus. call 18OW2-9929.  (MPH 107) 
Suites worldwide. 
Take a Radisson Seven Seas Cruise’ in Asia on the Up to 10,000 bonus miles and Early Booking Savings when you 

reserve 120 days prior to sailing. Far reservations. call Radissan 
Seven Seas Cruises at 18002851835 and request the Unitec 
Europe/Asia 1997-98 offer. ( M E  107) 

Rent a compact or larger car (category B or higher 5.000 bonus miles. Call 1800G0AlAMO and ask for 
in Europe] for three or more days in the US.  Canada Rate Code KN and I.D.# 480742. Visit Alamo on 
or Europe in conjunction with a United or airline the Internet at hnp://www.goalamo.com. Offer not available 
panner flight. 5/17-19 in Canada, 5/22-24 in the US. and Canada, 

6/15-6/30 in Europe. (MPC 497) 
Rent three times at standard rates at panicipating Budget 1.500 bonus miles after completion of the third rental. Offer not 
locations worldwide and present your Premier membership valid in conjunction with Aloha Airlines flights. Some restrictions 
card at time of rental. apply. For reservations. call your travel professional or call Budget 

at 18005274700. (MPC 507) 
Rent any car at panicipating locations worldwide. 500 miles plus savings of IO% on your rental. For reservations, 

call 18008004000. Mention cD# MP5330 when you make your 
reservation or pick up your car. (MPC 487) 
1,000 bonus miles, in addition to IO miles for every dollar you 
spend on food, beverages, tax and tip on qualifying visits. Limit one 
bonus per member. To join Mileage Plus Dining free of charge, 
call 18005555116 and mention code 0310597-133. (MPN 367) 
Double miles. For reservations. call Air Canada at 
1800776.3000. Or call your travel professional. (MPN 347) 

RAOISSON through 
SEVEN SEAS 8/15/98 Radson Diamond. or in the Mediterranean on 
CRUISES the Song of FloweL 

ALAMO RENT A CAR 4/15- 
6/30/97 

BUOGET RENT A CAR 5/1- 
7/31/97 

O O U R  RENT A CAR 4/1- 
12/ 15/97 

MILEAGE PLUS OlNlNG 7/1- Oine at any three restaurants in the Mileage Plus Dining 
program durinq the month of July. 7/31/97 

AIR CANADA 5/27- 
7/27/97 

Fly Air Canada’s new nonstop route between Seattle 
and Montreal on any published fare. 

NFWS ARnllT nATFs ncrAll9 

HERTZ effective 
7/1/97 

ANSETT AUSTRALIA effective 
4/2/97 

through 

You will earn Mileage Plus miles for each qualifying rental at panicipating Hem airport locations woddwide when rental occurs 
within 24 hours of a United Airlines or partner airline flight. Also. Hem Commercial Contract and/or Government rentals will earn 
250 Mileage Plus miles for each qualifying rental. All other qualifying rentals will continue to eam 500 Mileage Plus miles. (MPC 517) 
Ansetr Australia has introduced a twwlass service on all flights within Australia: Economy and a new BusinessFirst Class. If you 
hold a redemption booking in First Class, your reservation will be changed to BusinessFirst and a credit will be issued for any 
difference in your fare. (MPN 377) 
Bid 100,000 or more Mileage Plus miles to fly to any five destinations in the Star Alliance network. Bid online at STAR ALLIANCE 

AUCTION 7/11/97 http://www.ual.com/mileageplus/auction. 
Olfers. rouies and panner !ravel subject IO governmen! approval All otfers are subpn IO appltcable standard r a m  and other res!rrci!ons. For spechc panner offers. please conlac! the lndlvldual panner. 

Important news about your.original miles. 
Please check your Mileage Plus statement for miles that you may have earned prior to July 1989. 
United has extended the validity of these miles until December 31, 2000. Of course, you can use your 
miles at your convenience any time before that date. For more information, call the Mileage Plus 
Premier Desk at  1-80@3250041. 

Star Alliance fM 
Partners A I R  C A N A D A  

UNITED 
AIRLINES 

http://hnp://www.goalamo.com
http://www.ual.com/mileageplus/auction


Your passport to a 

vast new world of easier, 

more rewarding travel. 

United 

lnremarional 
Finr Class lounge 

Red Carpel Club 
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Air Canada Lutthansa SAS THAI 

Maple Leaf Senaior Royal Viking Club Royal Executive 
Lounge Lounge or EuroClass Lounge or 

Lounge Royal Orchid 
Lounge 

Maple Leaf Business EuroClass Royal Executive 
Lounge Lounge Lounge Lounge 01 

Aoyal Orchid 
Lounge 

Friend= Skies. 

Red Carper Club 

Red Carper Club 

hup://www.uai.com PREMIER WORLDWIDE EDITION JUNE 1997 

Maple Leaf Frequenr Traveller EuroClass Royal Orchid 
Lounge or Business Lounge Lounge 

Maple Leaf Frequent Travelier EuroClass Royal Orchid 
Lounge or Business Lounge !ounge 

Lounge 

Lounge 

AN ANNOUNCEMENT OF GLOBAL PROPORTIONS. 
As a Premier' horldwide member. your loyalty means the world to us. In return. we want to give you the world 
in a whole new way - ~ Q U T  way. That's why we are proud to announce the formation of Star Alliance" - an 
agreement among United Airlines and our partners. Air Canada. Lufthansa. SAS and Thai Airways International. 

Star Alliance gives you the reach of five globespanning airlines - something you have asked for - plus the ease, 
convenience and consistently high qucility service of flying a single airline network Here are some key benefits for 
Premier Worldwide members: 

Earn miles on any paid Star Alliance partner flight. 
You can earn Mileage Ruse miles wherever you fly on a paid ticket with United and our Star Alliance partnen - to over 575 destinations around the world. Simply give your Mileage Plus number to the reservation agent or 
check-in agent before departure. 

Your award opportunities are multiplied. 
. .With. Star Alliance you can redeem Mileage Plus awards to over 575 destinations on six continents. more than 

any other frequent flyer program in the world. To reseme a Mileage Plus award ticket on any Star Alliance 
partner, call United Airlines Reservations. We will make all of the arrangements with our partner airlines and 
provide tickets for the complete itinerary. If an award is not available on United, we can review the awards 
available on the other Star Alliance partners. No conversion or transfer of Mileage Plus miles to other progmns 
is required. 
Reach Premier Worldwide status faster. 
As you may recall trom your Premier Worldwide membership materials, ail of your paid flight miles on 
Star Alliance airlines (beginning January 1997) now count toward MiIeage Plus Premier Executive' lK?' 
Premier Executive and Premier Worldwide status. So you can move up faster or maintain your valuable status 
more easily than ever. 

ACCESS "0 AIRPORT LOUNGES WORLDWLDE. 
Now, on the same day you fly internationally on a paid First or Connoisseur Class"/Business Class ticket on any 
Star AUiance airline - or in any international class of senlce as a Premier Executive or 1K member or with a 
Red Carpet Club. membership - you will be admitted to the partner lounges in the chart below. 

Star Alliance Lounse Access For International Travelers  

lnternaiional 
First Class Customers 
may use:' 

Intema[ional 
Connoisseur Class 
cusiomers may use? 

Red Carper Club 
members may use: 

On lntemational trips. 
Premier Executive 1K 
and Premier Executive 
members may use: 

I lnrernaiional h i  Cba cusulmers wuh rameday cuke!. and rraveling an a Star Alliance partna segmenr. will have access 10 all lounges from poinl 01 origin !a final 
desrinanon. 2 Business Class cusmm wll be given lounge access by providiq a boarding pass for the segmenis to be lbwn 
Travel beween US and Canada s nor mmdtred iniefnalional whin Six Alliance. 

BtD YOUR MILES FOR A FIRsT CLASS TOUR OF THE WORLD OF STAR ALLIANCE. 
Here's an o ~ ~ o r t u n l b '  to see how far you can eo on Star Alliance. If vour bid of 1OO.M)o or more M i h u e  Plttc miles 

http://hup://www.uai.com
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Star .Uiance airlines {beqnning .lanuary 199i) now count toward irllleage t’ius Premier I:xeculive’ 1 ~ ; ; ~  
Premier Executive and Premier Worldwide status. So you can move up taster or maintain your valuable status 

lnrernarional 
First Class Customers 
may use:’ 

Iniernarional 
Connoisseur Class 
customers m a y  use:’ 

Red Carper Club 
membors may we: 

On lnrernarional nips. 
Premier Executiie 1K 
and Premier Executive 
members may use: 

more easily than ever. 

Uniied Air Canada Lufrhansa SAS THAI 

Inf ernarional Maple Leaf Senator Royal Viking Club Royal Executive 
Firsr Class Lounge Lounge lounge or EutoClass Lounge or 

lounge Royal Orchid 
Lounge 

Red Carpet Club Maple Leaf Business EuroClass Royal Executive 
lounge Lounge Lounge lounge or 

Royal Orchid 
Lounge 

Red Carper Club Maple Leaf Frequent Traveller EuroClass Royal Orchid 
Lounge or Business Lounge Lounge 

Lounge 

Red Carpet Club Maple leaf Frequent Traveller EutoClass Royal Orchid 

lounge 
Lounge or Business Lounge Lounge 

1. lniemafional Firsr Class cusumers with w n s d a y  lidref. and uawding on a Star Alliance panner segment. will have atCess IO all lounges from poinr nl wigin io final 
doshation..2. Business aass cuslnmen wiii be given larngs amss by praviding a boarding pass toc the segmenrs io be l l w n .  
Travel berween US. and Canada is MI mruideced inumaiimd wirhin Srac Alliance. 

BID YOUR MILES FOR A FIRST CLASS TOUR OF THE WORLD OF STAR ALLIANCE. 
Here’s an opportunity to see how far you can go on Star Alliance. If your bid of 1OO.OOO or more Mileage Plus miles 
is among the 50 highest bids, you and a companion will each receive a ticket on any combination of Star Alliance 
partners with up to five stopovers. You can visit up to five cities on any one airline, or any combination of airiines. 
Travel is in First Class on flights with two classes of senice and in Business Class on flights with three classes of 
service. You must submit your bid no later than 12 midnight on 11 July 1997. For M e r  de&. or to place your 
bid on the Internet. go to http://www.ual.m~mileageplus/auction. Or to place your bid via telephone, call our 
Paris office at 01 41 40 30 35. Please reference Romotion Code MPW 037. 

Wima and rhab guesrs will each receiw om tiieht poad far up IO fm aropmn M any af Sur firm pannstx W e d .  Air Canada, L u b n s a .  SAS and THAI. flights 
must be booked and iikertd by 31 Dnember 1997, and dl m v d  cornplatad by 31 OMember 1998. Oeprnure leas and t a m  may apply and will be cnlleaed from winnets 
Men rickets are issued. All fEdwrl, sate and kel taxes am !he winner‘s respansibiirv. Pfease note Bids will be accepted wil 12 midnight on 11 July 1997. Wtnnennarr Will be 
miiRed by 1 August 1997. The miles you bid in chi aunian will bo commined dwirq he auction prid and may not be redeemed for award travel oc upgrades from the dare of 
your bid mtd I Augusi 1997. Other resoiCtions may apqly. 

The launch of Star Alliance, effective 14 May, is just the beginning. We are committed to providing even more ways 
to sipplify your travel while continuing to expand your world of opportunities. Thank you for choosing United and 
our Star Alliance partners for your travel. We look forward to our next opportunity to serve you. 

. .  

Jean-Marc Grazzini 
General Manager, France 

Pmd in USA. 
10183 h m  5/97 
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May 1997 

Dear Aeroplan Elite Member, 

Air Canada is proud to introduce you to the future of global air travel. Star Alliance is a new 
partnership between Air Canada, Lufthansa, SAS, THAI and United Airlines that will greatly 
facilitate your travels around the world. 

When it comes to international travel, Aeroplan Elite members have expressed a desire for more 
than a single ticket and Aeroplan miles on flights. You want seamless connections between flights, 
more flights to more destinations, schedules that are flexible and convenient, recognition of your 
Aeroplan Elite benefits on every partner airline you fly and comfort every step of the way. 

Star Alliance is part of Air Canada’s long-term strategy to answer your need for new services that 
will significantly enhance international travel ... and we know that an alliance of airlines only has 
meaning to you when there are concrete benefits attached. 

Through Star Alliance, you now receive complimentary access to most airport lounges every time 
you fly with any Star Alliance partner. That’s over 120 lounges worldwide where you can relax or 
work in a peaceful, subdued atmosphere. 

You also enjoy more routes on which you can earn and redeem Aeroplan miles, along with smooth, 
timely connections between all five partner airlines. As well, since May 14, 1997, you earn 
Qualifying miles and Qualifying segments that count toward Aeroplan Elite and Aeroplan Prestige 
status every time you fly with any Star Alliance airline. 

This is just the beginning of the many new services that will be offered to Aeroplan Elite members 
through Star Alliance. As more enhancements are introduced later this year, you’ll be among the 
first to hear about them. In the meantime, we would like to thank you once again for choosing 
Air Canada. 

Sincerely , 

Rupert Duchesne 
Vice President, Marketing 

SALCJS.77 

.-. . . A i r  Canada - Aeroplan CentreKentre Afroplan. P.O. Bon/C.P. I S  000. Sain[-Laltrcnc (QuChcci Cxinda HJY I HP ..:.. 0 z-: I I< , * ~ . . <  
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PROGRAM: AEXOPLAN 
MONTHIYEAR: . MAY 1997 
LANGUAGE: . ENGLISH 

AEROPLAN STATEMENT MAILING 

AUDIENCE ACTIVE MEMBERS 
MAILING DATE: MAY 14, 1997 
ENCLOSURES: ELlTWPRESTIGE S.A. INSERT 

DELTA INSERT 
MARRIO’IT INSERT 
AIR BC INSERT 

I 4-M AY-97 
S i ~ ~ m e n t  Date 

4-MAY-91 I 
Seumclu Date 

123 456 789 1 
Aempkn Number 

MR. JOHN SAMPLE 
Mcmber Name 

The May 1997 Aeroplan statement mailing covers the period from April 13 to May 2, 1997, inclusively. It includes 
the above enclosures and the following endocsemtnts. Please note that not all mmbers received the enclosures 
and endorsements. 

This statement recaps your Aeroplan mileage balance from last month. In recognition of your stam and to keep YOU UP to 
date on current Aeroplan information, you receive an Aeroplan statement each month. You also receive all issues of Acrophti 
World, which is published six times a year. 

The outstanding loyalty you’ve shown to Air Canada so far in 1997 is appnciated more than words can say. since 
actions speak louder than words, you’ve been awarded Aeroplan Elite status in 1998 a for the rest of 1997. Your 1997 
Aeroplan Elite Welcome Package will amve within the next month and will explain how you can take advantage of the best 
that Aeroplan has IO offer. 

Congratulations, Elite Member! Your extensive Aeroplan activity in 1997 has already qualified you for Aeroplan Elite 
membership in 1998. Welcome back1 

The  loyalty you’ve shown IO Air Canada in 1996 is appwiated more than words can say. Now that all your 1996 Aeroplan 
transactions have been credited to your account, you’ve been awarded 1997 Aemplan Elite status and the many Air Canada 
and Aeroplan partner benefits that come with it. Your 1997 Aeroplan Elk Welcome Package will amve within the next 
month and will explain how you can take advanfage of the best that Aeroplan has to offer, 

The loyalty you’ve shown to Air Canada in 1996 is appnciated more than words can say. Now that all your 1996 Aeroplan 
transactions have been credited to your account, you’ve been awarded 1997 Aeroplan W i g e  status and the many 
Air Canada and Aeroplan partner benefits that come with it. Your 1997 Aeroplan Prestige Welcome Package will amve 
within the next month and will explain how you can take advantage of all the benefils Prestige status has to offer. 

In recognition of your activity so far chis year, we’re pleased to present you with the enclosed Air Canada upgrade certificates 
for travel within N o d  America. 

A world of benefits awaits you with Star Alliance. The new global alliance that includes Air Canada, LuRhansa, 
United Airlines. and new Aeroplan pannen SAS and THAI. For you, this means that as of May 14, 1997, you have even 
more opponuniiies to earn Qualifying miles and Qualifying segments towards Aeroplan Elite and Aeroplan Prestige status. 
You’ll also have more destinations to choose from. more opportunities for nward travel - and mon lounge access if you’re 
a Maple Leaf Club member or an Aeroplan Elite member. And there’s even more to come in the months ahead. 

New non-stop service io Seattle. Starting May 27, 1997. Air Canada expands its network to include oue daily uou-stop flight 
from Toronto to Seattle. In celebration, you’ll earn Double Aeroplan Miles when you fly Air Canada on this new route, on 
any published fare, between May 27 and July 27, 1997. For special fares or scheduling information. please call your Travel 
Agent or Air Canada’s ExecLine. 

A I R  C A N A D A  



Requesting rewards has never been easier 
Simply call the Aeroplan. Centre to make a reward reservation (numbers 
are listed at right). When you call, please be ready 10 provide your 
Aeroplan number. the reward code, travel dates. the name you'd like to 
appear on the reward and how you'd like us to deliver. Timing is everything, 
so please consider how s m n  you need your reward tickctdccrtificates 

First Class Mail. Please allow at least two weeks from the date your 
request is processed; 

I n  person. Aeroplan memben can pick up reward tickets after a seven-day 
processing period fire of charge at any Air Canada or Air Canada Connector. 
airline airport ticket counter or downtown ticket office. Identification must be 
presented at the ticket counterhicket offtce: 

A e r o E x p e  Courier Service. Please allow four business days from the 
date your request is processed to ensure sufficient time for delivery. 
Rate: $35 CAD plus applicable taxes. payable by credit card only: 

AeroRush- Service. Reward tickets with Air Canada or Air Canada Connector 
airlines arc available for pick-up less than seven days prior to departure at 
any Air Canada or Air Canada Connector airline airport ticket counter or 
downtown ticket office. Rate: $50 CAD plus applicable taxes. payable by 
credit card only. 

To  make your reward reservation or for more information. you can call the 
Aeroplan Centre between 7 am. and 11 p.m. EST. seven days a week. 

. when choosing: 

. 

n r 
.- 

By calling the Aeroplan Centre anytime of the day, scvcn days a Week. 
you have access 10 AeroService-. This Interactive Voice Response System 
gives you instant information on: - Rewards 
* PromotiondBonuses - Your Aeroplan account status 

Aeroplan Centre telephone numbers 
Calgary ................................ 264.0300 Oitawa 739-0300 
Edmonton ............................. 42 1-0300 Toronto 4 13-0300 
Halifax .................................. 129-0300 Vancouver ............................ 689-0300 
MonvCal ................................ 395-0300 Winnipcg .............................. 949-0300 
All other places in Canada ........................................................... 1-800-361 -5373 
United Slates ................................................................................ 1-800-361-8253 
Bermuda. ...................................................................................... 1-800-623-0752 
U.K.(London)cm- d~ IO WU-Y.-. 9 p.m. I ............................. 0990-237-675 
All 0th- BIcLI(&dl- M Air- uh -.I (5 14) 395-0300 
AeroF ax O....................................................................................... (5 14) 395-2496 

For more information, write lo us at: Aeroplan Centre. P.O. Box 15.ooO. 
Station Airpon Dorval. QuCbec, Canada H4Y IHS. 

- Printed material requests - Your most recent transactions 
* General program information 

.................................. 
................................. 

..... 

... 

Hih& cadc L G h d  code L G h d  code K J a d  code H i b d  code 

One Economy Class Ticket 15,000 IWI 25.000 2WI 40.000 C3Wl ao.000 WWI 75,000 4WI 

One Business Class  Ticket Z0,ooO ID1 30,000 ZDI %.Om C3DI 75,000 UDI lO0,ooO JDI 

.. .. .. .. .. 5,Om ACI' 7.W AC4' One Economy Class Companion 
Ticke t  for children under two years 

* *  

.. .. .. .. .I 
One Business Class  Companion  
Ticket for children under two years ' *  7.W AC2' 10.000 AW 

I 

flights operated by &Canada, Air Canada Connector 
airlines. Lufthansa. United Airlines and United 
Express, including class of service bonuses. 
To qualify for Aemplan Prestige status. you need to 
accumulate 15.OOO Qualifying miles or 20 one-way 
Qualifying flights between January 1 and December 31. 
And to  qualify for Auoplan Elite stants. you need to 
accumulate 3S.000 Qvalifying miles or 60 one-way 
Qualifying flights during the same period. 

Aeroplan Partners 
Hotel Parmen: 

* Conrad International Hotels 

Air Canada Connector 
Airlhes: - The Charlottetown - - Air Alliance 
* AirBC - Air Nova *CnmePlua*Hocekk 
. A i r O l l U I i O  RCSOi-XS 
* W A i r  * Hilton Hotels (worldwide) 

A Rodd Classic Hotel. P.E.I. 

Other Airline Partners: 
.AiIC& - Alberta Citylink - Austrian Airlines 

Aviation Qutbec Labrador 
Buuskin Airlines 

* British Midland 
Cdthay Pacific Airways - Central Mountain Air 

-Continental Airlines 
* Finnair - Firs Air - Interprovincial 
* Lufthansa - Swissnir - United Airlines 

* Holida Inn*Hotelr ' 

* IlT Sheraton 
* Keddy'r Hotels k Inns - 

Marrion Hotels. Resotu 

- ~ d k i  d ; s  Guvemeurs 

Atlantic Canada 

and Suites 
*Ocean Pointe Reson 

Hotel k Spa. Victoria. B.C. 

* Regina Inn Hotel & 
Conventxm Center 

*Vista Hotels 
* Westin Hotels & Resons. 

Radirwn Hotels Worldwide 

Car Rental Partners: 
* Avis - Hertz 
Credit/Charge Card Partners: - CIBC Aerogold. VISA' - Diners Club%nRoute' 
Telecommunication Partners: - AT&T Canada 
sBC3TL - Bell Canada 

Island Tel 
MTS - MT&T 

* NRTel 

Budget 

. -. .. 
NewTel Communications 

* SskTel 
* TELUS 
Other Aeroplan Partners: 

Air Canada Vacations. - Park" fly 



A E R O P L A N  @ 

I 4-MAY-97 

SAMPLE MAILING PIECE 

I 123 456 789 MR. JOHN SAMPLE 

AEROPLAN STATEMENT MAILING 

PROGRAM: AERO~~LAN 
MONTHIYEAR: - MAY 1997 
LANGUAGE: ENGLLSH 

AUDIENCE: ACTIVE MEMBERS 
MAILING DATE MAY 14, 1997 
ENCLOSURES: ELJTUPRESTIGE S.A. INSERT 

DELTA INSERT 
MARRIOIT KNSERT 
AIR BC INSERT 

Great news! From June 17 to October 25, 1997. Air Canada will fly non-stop between Toronto and Osaka, Japan three 
times a week. What’s more. yw’ll am Double Aero- Miles when you fly Air Canada on this new route, on any 
published fare, beween June 17 and July 31, 1997. Featuring the first non-stop transpacific flights fromToronm, Air Canada 
is the only carrier offering flights between Canada md Osaka. For information on flight schedules and reservations. pkasc: 
contact your Travel Agent or Air Canada’s ExccLim. 

To help make your European vacation casier to p h  this summr. Air Canada will offer two flights every week behveeo 
Moutrht or HaMax and Frpnlrfurt, Germpny between June 16 and October 24, 1997. And even beuer, you’ll cam Double 
Aeroplan Miies when you fly Air Canada on any of these routes. on any published fan, between June 16 and July 31. 1997. 
For more information and reservations on flights AC874 and AC875, please call your Travel Agent or Air Canada’s ExccLine. 

Now theie are even m e ~ulooils to fly Air Cuuh between Canada and Londoii. U.K. froin May I2 to Augu~l31. 1997! 
Fly in Excuuive First rad you’ll receive 25,OOO Aeroplan miles or Triple Aeroplan Miles. whichever is gmter. 
Fly Full Farc Ecoaomy fl& Y2 fares) in Hospitality Service and you’ll earn Triple Aeroplan Miles. (Offer valid on 
transatlantic segments and on eligible fares only.) 

Thank you for laking Ute time 10 complete the Air Canada survey. Your input will enable Air Canada to make key decisiks 
ensuring your future flights arc even more tnjoyabk. pkase accept your bonus of 5,000 Aeroplan miles. which appears on 
this ~(atcment as our way of saying, ”Th.nk you’. \ 
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- - - -  . Requesting rewards has never been easier BY calling the Ero-ytize of thF::EVc? d'xs'a W3eek. 
you have access to AeroService' This Interactive Voice Response System 

Simply call the 4eroplm' Centre to make a reward reservation (numbers 
are listed at right). When you call. please be ready to provide your 
Aemplan numbcr. the reward code, travel dates, the name you'd like to 
appear on the reward and how you'd lie US to deliver. Timing is everyrhing. 
so please consider how soon you need your reward tickets/certificates 
when choosing: 

you instant infomatlocl on- 

* Rewards - Printed material requests 
* Your most recent transactions - General program information 

PromotionslBonuses 
Your Aeroplan accotint status 

- 
First Class Mail. Please allow at least two weeks from the date your 
mquest is processed: 

In person. Aeroplan members can pick up reward tickets after a seven-day 
processing period free of charge at any Air Canada or Air Canada Connector. 
airline airport ticket counter or downtown ticket office. Identification mun be 
presented at the ticket countcdticket ofice; 
AemExprus" Courier Service. P l e w  allow four busineu days from the 
date your request is procured to ensure sufficient time for delivery. 
Rate: $35 CAD plus applicable taxes. payable by d i t  card only; 

AeroRush'" smicc. Rcwud tickets with Air Canada a Air c.Mda Cm"r 
airlinch arc available for pick-up Iws than seven days prior to & p a "  at 
any Air Canadn or Air Canada Connector airline airport ticket counter OT 
downtown ticket office. Rate: $50 CAD plus applicable tu-. payable by 
credit card only. 

To mnke your reward reservation or for more information, you CM call the 
Acroplan Centre between 7 a.m. and 11 p.m. EST. seven days a week. 

Aeroplan Centre telephone numbers 
C a l g q  .............................. 264-0300 Onawa .................................. 7390300 
Edmonton ........................... 421-0300 Toronto ................................ 4 13-0300 
Halifax ................................. 329-0300 Vancouver ............................ 689-0300 
MonrrCd ............................... 395-0300 Winnipeg .............................. 9490300 
All ocher plscw in Canada ........................................................... 1-800-361-5373 
United Stater. ............................................................................... 1-800-361-8253 
Bermuda ......... I-800-623-0752- 
U.K. (London) ... 0990-237-675 
All & )au M ~ t ~ r u ~ ~ ~ . o m a . ~ . . .  . (514) 395-0300 
AeroFU* ....................................................................................... (5 14) 395-2496 

For more information. write to us at: Aeroplan Centre. P.O. Box 15.000. 
Station Airport. Dorval. QuCbcc. Canada H4Y IHS. 

IM),000 4D1 

.. .. .. a.  .. 5,000 ACI' 7500 ACq 

One Business Class Ticket 20,000 ID1 30,lD.l 2DI 50.000 C3DI 75,000 UDI 
One Economy Class Companion 
Ticket for children under two v e m  

' *  

79l ACT 10.000 ACS' a .  .. .. .. e .  
One  Business Class Companion 
Ticket for children under two years 

" 

- .  

. "  

. . . . .  . . . . .  

your Aeroplan statem < .  
TG rcceive d t s  for flights missing on this reatnncnt, send your r&&t 
with your Aemplan number, daytime telephone number. airline tickets and 
original boarding passe8 to: Aemplan Credit Departmmt, 
P.O. Box 1S.ooO. Station Airport. Dorval. QuCaC. Canada H4Y 1H5. 
Pkssc allow two statement periods for processing of cndits. 
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Qualification for 
AeroplanPrestigeor ~ . 
Aeroplan Elite status . 
Achieving Aeroplan or AUOPIM-EI~~C* status 
dependsontheQuatifyingmileacxQualifyingflights 
you accumulate during the 12 month period from 
January 1 through December 31. Qualifying miles 
and Qualifying flights a eamed on dl scheduled 
flights operated by Aircsnada. AircanadacormarOr 
airlines, Lufthansa. United Airlines and United 
Express, including class of service bonuses. 
To qualify for Aemplan Restige status. you need to 
accumulate 15.OOO Qualifying miles or 20 one-way 
Qualifying fights between January I and Dsrmber 3 I. 
And to qualify for Aeroplan Elite status. you need to 
nccumulate 35.000 Qualifying miles or 60 one-way 
Qualifying flights during the same period. 

Aeroplan Partners 
Hotel Partners: .&& -da C O M C d O r  

Airlioa: The Charlottetown - 

Air Nova 

.NWTAi * Hilton Huels (worldwide) 
other Awne Partners: 

Air Crrekc 
* A I b a u  Citylink 
* Awiri.n Auliner 

* Bearskin Airlines 
* British Midland 
* Cahy  PrifK Airways 
* Centnl Mounlnin Air - Continenu1 Airlines 

Riumir . Rnt Air - Inlcrpovimlal 
Lufthvlw 

* S-r - United Airlines 

Air Alliance 
AiBC * Conrad lntcrnathal Huels 

Air Onurio P.csons 

A Rodd Classic Hotel, P.Ll. 

* Crom Plaza' Hotels k 

: tIbl&~pP Hotels 

TTT Sheraton 
* Keddy's Hotclr k Inns - 

Oouvemeun 

~ v i . ~ i m  Q U ~ ~ C C  Labrador . MAAzi\z:di- 
d Suites 

0 Ocean Pointe R e m  
Hmel k Sp. Victoria. B.C. 

* Regina Inn Hue1 k 
Con\entim Center 

* Vista Huels 
* Wcslin Hotel.; k Resons* 

Wiswn Howl< Wwldwide 

Car Rental Partners: 
Avis 
Budget . H a u  

CditKharge Card Partners 
* ClBC Aemgold. VISA. 

Dinen Club%nRoute 
Tekcommunlution Partners 

*BCTEL - Bell Canada 
* bland Tel 
.MTs 
* MTkT 
* NBTel 
* NewTel Communications 
* SaskTel 
TELUS 

Other Aeroplan Partners 
* Air Caruda Vacations. - P u k "  Ry 

ATkT Canada 







Aeroplan Rewards 

Between Los Angela and SoutheastlsouthMorth Asia 95,000 TGYl 130,000 TGJl 170,000 TGFl 
Between Eurooe and Australia, New Zealand or North Asia 95,000 TGY2 130,000 TGJ2 170,000 TGF2 

______ __ ___.I__ - _-- -- - 

Between North Asia ~ or the Middle East and New Zealand . 95,000 TGY3 130,000 TGJ3 -- 170,000 TGF3 
Between SoutheastlSouth Asia and New Zealand 70.000 m 4  I 110.000 TGJ4 140.000 TGF4 
Between Euro~e  and SoutheastlSouth Asia 70,000 TGY5 110,000 TGJ5 140,000 TGFS 
Between Southeast/Sout”orth Asia or the Middle East and Australia 70,000 TGY6 ‘ 110.000 TGJ6 140,000 TGF6 
Between North Asia and the Middle East 70.000 TGW ! 110.000 TGJ7 140.000 TGF7 

~~ .~ ~ ~ 

120,Opo TGF8 Between Thailand and Beijing, Denpasar, Fukuoka, Nagoya, New Deb, 
Osaka. Seoul, Shanghai, Taipei, Tokyo or the Middle East 50,000 m8 i TGJB 

Between Thailand and Bandar Seri Begawan. Calcuaa. Surabaya, 
Colombo, Dhaka, Guangzhou, Singapore, Hanoi, Hong Kong, Jakarta, 35,000 TGY9 50,000 TGJ9 65,000 TGF9 
Kaohsiung, Penang, Kathmandu, Kuala Lumpur, Manila or Kunming 

35,000 TGYlO I 50,000 TGJlO 80,000 TGFlO - _ - - -  ___-- 
Between Manila and Osaka or Tape~ and Seoul 

or Yangon 
%thin Thaland, or between Auckland and Sydney, Denpasar and 
Surabaya. Hong Kong and Seoul, Hong Kong and Tapei, or Singapore 20,000 TGY12 30,000 TGJl2 35,000 TGFl2’ 
and Jakarta 

- 

Between Thatand and HoChi Minh City, b o r n  Penh, Vientiane 25,000 mll 35,000 TGJll - ” 
___ - - _ _  - - __ - 
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NEW NON-STOP 
Toronto-Osaka FLIGHTS 

From June 17 to October 25, 1997, you can 
choose from three new Air Canada non-stop flights 
every week between Toronto and Osaka, Japan. 

Air Canada is the only carrier offering daily 
non-stop service between Canada and Osaka And 
now Air Canada is building its schedule to Japan by 
introducing its first non-stop transpacific flight 
originating from Toronto. 

This new service will reduce travelling time 
from Toronto to Osaka by approximately two and 
a half hours, and will offer great connections in 
Osaka to the rest of Japan and other Asian cities 
such as Bangkok, Manila and Taipei. 

And you’ll eam Double Aeroplan Miles when 
you fly Air Canada non-stop on this route on any 
published fare between June 17 and July 31. 1997. 

Fly in Air Canada’s Executive Firse and you’ll 
enjoy first class service at a busin- class price, 
more personal space than any other airline 
flying from Canada and 25% Aeroplan Bonus 
Miles on the actual mileage flown. You’ll also see 
why Air Canada was selected as the “Best Long- 
Haul Business Carrier in the Americas” by the 
1996 World Business Class Survey. 

Miles when you stay at the Osaka Hilton at 
While in Osaka, you’ll earn Triple Aeroplan 

Osaka. J.pan 

the business rate between June 17 and 
September 30, 1997. 
Privileges a t  the Osaka Hilton include: 
- complimentary English newspaper every morning; 
- late check-out by arrangement; 
- free access to the fitness centre. 

rooms which are equipped with a fax machine, 
cordless telephone and an individual safe. 

For hotel reservations. call your Travel Agent 
or Hilton Hotels worldwide at 1-800-HILTONS 
(445-8667). You can also make reservations on-line 
at http://www.hUton.com 

For flight reservations, call your Travel Agent 
or Air Canada‘s ExecLine. 

Four fully staffed Executive Floors offer guest 

EARN Free Weekend Nights 
WHEN YOU DOUBLE DIP 

AT HILTON HOTELS 
Between June 2 and August 31. 1997, Aeroplan members 

who are also Hilton HHonors. Worldwide members can 
earn one free weekend night for  every three qualifying 
Double Dipe stays at more than 400 participating Hilton, 
Conrad International and Vista hotels worldwide. 

The more you stay, the more free nights you earn... up to 
a maximum of three free nights. 

Hilton HHonors Worldwide is the largest hotel program 
in which you can Double Dip to earn both hotel points 
jg.gJ Aeroplan miles for  your business rate stays. 

For reservations, call your Travel Agent. You can also 
make reservations and enroll in HHonors on-line at 
http://www.hilton.com or by calling 1-800-HILTONS. 

Limit three free nights. Subject to availability. Blackout dates apply. 
Includes m m  rate and m m  tax only. 

H I L T O N  

HHONORS 
W O R L D W I D E  

http://www.hUton.com
http://www.hilton.com
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CERAN LINGUA INTERNATIONAL 

Seattle, Washington 

Winners OF THE 
.<Four Corners AND 

THE EARTH Contest- 
Five lucky winners in Air Canada’s “Four 

Comers and the Earth Contest” are about to get 
global in free travel: 

The Americas: Ms. Sharon Rudderham of 

Europe: Ms. Cheralyn Thorsen of Saskatoon, 

Asia and Australia: Ms. Hayley Ann Swartz 

Africa and The Middle East: Ms. Emilia Taylor 

Sydney, Nova Scotia; 

Saskatchewan; 

of Calgary, Alberta: 

of MontrCal, QuCbec; 

Viglasky of Saskatoon. Saskatchewan. 
The Earth (anywhere you choose): Mr. Thomas 

Prizes consist of a flight for two to a specified 
comer of the earth and 10 nights hotel 
accommodations. 

Everyone who flew Air Canada, 
Air Canada ConnectoP airlines. Lufthansa or 
United Airlines on any published fare between 
October 1 ,  1996 and February 28, 1997, was 
automatically entered in the contest. 
Congratulations to all the winners! 

LANGUAGE CENTRES 
OFFER 10% Off AND 

$23 00 scholarships 
An you interested in learning a new language with 

maximum results in minimum time? Or significantly 
improving your current knowledge of a second language? 

Ceran Lingua International has an exclusive offer 
for Aeroplan members: a discount of 10% off stays 
at any prestigious Ceran Language Centres in 
Belgium, France, Spain, Ireland, the U S A .  or 
Japan and a chance to win one of four scholarships of 
$2500 CAD. The draw for scholarships will be held 
on September 1. 1997. Some restrictions apply. 

Ceran Lingua was founded in 1975 in Spa, Belgium. 
by two professors of linguistics who developed a unique, 
accelerated method of teaching new languages in one to 
two weeks which is now used worldwide by diplomats 
and business executives, among others. It also offers 
special programmes for junior students and seniors 
over 55 years of age. 

German, Dutch and Spanish. Ceran Lingua is 
renowned for its full immersion concept, excellent 
hospitality and congenial atmosphere. 

For more information and to enter the draw for 
AeropladCeran Lingua scholarships, please contact 

Languages taught are French, English, Japanese, 

Myriam Strauss by fax at 
(416) 322-5384, indicating which 
language you wish to leam. You 
can also contact her by phone at 
(416) 322-8404 or e-mail at 

LlNtUA mcstrauss @compuserve.com 

mailto:compuserve.com


YOU CAN HELP 
IMPROVE 

Customer 
Service 

Air Canada customers like you 
have clearly stated through customer 
feedback that on-time operation is 
very important. Since Air Canada's 
primary goal is to provide exceptional 
customer service, improving delivery 
of this service is crucial. 

As one of many initiatives to 
ensure on-time operation and customer 
satisfaction, Air Canada will be strictly 
adhering to flight cut-off times. Please 
give yourself plenty of time and anive 
for your flights well before the 
following cut-off times: 
For C u t 4  time Cut-off time 
fights priorto priorto 

departureat departureat 
check-in -gate 

Rapidair 10 minutes 10 minutes 
Domestic 15 minutes 10 minutes 
Transborder 30 minutes 15 minutes 
International 30 minutes 15 minutes 

You can be sure that Air Canada will 
greatly appreciate your cooperation. 

have until December 3 

by December 14,1999, 

world 
Vol. 4 No. 4 JulylAugust 1991 

A c m p l ~  World I plblzrhcd by A r  caruda cy"y 
eight wecks for Aemplan Elite. Aemplm Rsuge and 
M i w  A e w a n  members 
The Aemplm Cenm PO Box I5,Om. 
Swrion Atrpon. Dwral. Qutkc. Canada H4Y 1 H5 
You M srrcs uu Aircmod. dte w (he In- 
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AIR CANADA'S MAPLE LEAF LWNGES 

BY STAR ALLIANCE C;USTONIERS 

* Status CllnIs and Paid Accass Cards are ON& 0 be ;wEeplted 111 comblnatlan with e sameQoy 
AlHilnce pardrrar's tick& (in any chss af renffd. 

Guest Policy: All eliiMe customers, with the exception OF Gamf&iy Wartling Pass - International 
B&ess Class, are entined to bring one guest Into the lolingt. 

First Class Tkket: Alliance Womer holdlng B same-diay lnt(lM@tli>WI Fim Class ticket may have 
access to a11 lounges fmm win to final dectlnation (evert if a segmsnt of hls trlp Is in Y Class) 

EmploWAgcncy Travel: Nuance Partner ID (dutylemplayce ttaciel) or AD (agency discaunt staff) are 
not ocoepted bto Al!iance bungs. 

Ono-Time Passes: Alllance Partner 'One-tlme lounge p-' are wt accepted into Alliance lauqw. 

Nofe to Air Cans& Meple Leaf Lounge Agertfs: Reme note that In some instances, them am 
m w i  Yerslons of a cad that designates e custonigr as a status csrrdholder or a porM access 
canihWr. I f  in doubt. please allow the Alliem cirstonler lo wxess the iorrrrge. 

Date: May 14, I997 
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